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They re Both wae Grinding .. . 


And There's a Norton Wheel for Each! 


OUR internal grinding job may 

not be as big as the railroad 
shop operation above nor as small 
as the tool room job below — but, 
large or small, you can be sure 
that there's a Norton Wheel to 
do it right. 


NORTON COMPANY, WORCESTER, MASS. 


New York Chicago Detroit Philadelphia Pittsburgh 
Hartford Cleveland Hamilton, Ont. London Paris 
Wesseling, Germany Corsico, Italy 























IT DRINKS RIVERS 


A typical example of Goodrich development in rubber 


HROUGH the openings in this 

huge turbine, set at the base of 
Wheeler Dam, the Tennessee River 
roars and rushes. Around spins the 
turbine, which turns a shaft three feet 
in diameter, and this shaft turns an 
electrical generator. 

With the shaft bearing surrounded 
by water it would be awkward and 
troublesome to lubricate with oil or 
grease. In the past, wood bearings 
(water lubricated) have been used, but 
grit in the river water cut into the 
wood, scored the shaft, led to costly 
replacement. 

Then Goodrich developed a rubber 
bearing, made of a special Goodrich 


rubber soft enough to depress and roll 
away any dirt or sand, yet stout enough 
to stand the brutal wear of the spinning 
shaft. 

Lubricated perfectly by water, as 
rubber can be, the Goodrich bearing, 
installed in this I. P. Morris turbine, 
solved the problem—the turbine shaft 
now spins in rubber—and the Wheeler 
Dam will produce without fear of shut- 
down for bearing replacement. 

In the 32,000 rubber items which 
Goodrich makes, hundreds of different 
kinds of rubber are employed and that 
number is being increased constantly 
by Goodrich research which never stops. 
When a Goodrich representative or dis- 


tributor talks to you—whethe: 
about some spectacular problen 
as a turbine bearing, or a standard 
ter such as how to make a belt o: 
last longer—he has at his dispos 
the facilities of these hundreds of 
ferent rubbers, all the skill gaine 
years of research, all the expe: 
gained by developing these 32,000 
ferent items serving practically 
industry in the world. The B. F. G 
rich Company, Mechanical R 
Goods Division, Akron, Ohio. 


Goodrich 
a cat caus IN RUBBER 


(Another story of Goodrich development work appears on inside back cover page) 
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Established 1916 as “The Purchasing Agent” 
= Consolidated with “The Executive Purchaser” 
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PURCHASING is an independent journal, not the official organ of any association. It is the only 
publication of national scope devoted exclusively to the interests and problems of the purchasing 
executive in industry and government. 
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Here’s how 


LITTLE 


it costs to 


telephone! 





See how little it costs to chat 
with far-away friends or trans- 
act business across the miles 
. .. by telephone. These low 
Long Distance rates are the re- 
sult of a series of reductions 
in recent years. 

While the rates for Long 
Distance service have been 
going down, its speed and 
clarity have just as steadily 
gone up. The average Long 
Distance call took more than 
five minutes to complete in 
1926 — only one and one-half 
minutes today. . . . Keep in 
touch by telephone quickly, 


personally, inexpensively. 


NIGHT and 
SUNDAY* 


DAY except 
SUNDAY* 
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3-minute station-to-station rates. Night rates are in effect 
from 7 P.M. to 4:30 A.M. every night and all day on Sunday. 
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BETWEEN THESE POINTS 





Detroit, Mich. . . 
Baltimore, Md. . . 
Cincinnati, Ohio. . 


Boston, Mass. . . 


Cleveland, Ohio 
Philadelphia, Pa. 
Louisville, Ky. 


Hartford, Conn. 





Pittsburgh, Pa. . . 
Kansas City, Mo. . 
Little Rock, Ark. . 
Chicago, Ill... . . 


Buffalo, N. Y. 
Omaha, Neb. 
Shreveport, La. 


Indianapolis, Ind. 





Butte, Mont. . . 
Philadelphia, Pa. . 
Lansing, Mich. . . 
Trenton, N. J. . 


Spokane, Wash. 
Boston, Mass. 
Wheeling, W. Va. 
Concord, N. H. 





St. Lovis, Mo. . . 
Portland, Me. . . 
Topeka, Kan. . . 


Milwaukee, Wis. 


Detroit, Mich. 
Washington, D. C. 
Chicago, Ill. 
Pittsburgh, Pa. 





Atlanta, Ga. “x 
San Francisco, Cal. 
Toledo, Ohio. . . 


Dover, Del. . . . 


Kansas City, Mo. 
Phoenix, Ariz. 
Sioux City, lowa 


Nashville, Tenn. 





Seattle, Wash. . . 
New Orleans, La. . 
Raleigh, N.C. . . 
St. Paul, Minn. . 


Denver, Colo. 
Minneapolis, Minn. 
Wichita, Kan. 
Salt Lake City, Utah 





Newark, N.J. . . 
Los Angeles, Cal. 
Denver, Colo. . . 


Pierre, S. D. oe 


Fort Worth, Tex. 
Des Moines, lowa 
Buffalo, N. Y. 

New York, N. Y. 





Chicago, Ill. . . 


Salt Lake City, Utah 


Providence, R. 1. . 
Portland, Ore. . . 


San Francisco, Cal. 
Washington, D. C. 
Santa Fe, N. M. 
Memphis, Tenn. ° 








Miami, Fla. . . . 
Washington, D.C. . 


Oakland, Cal. . 


Boston, Mass. . . 


Los Angeles, Cal. 
Reno, Nev. 
Columbia, S. C. 
Spokane, Wash. 
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Wet CDT FADE ICE 


How Your Advertising Department Can Do A Bigger Job 


Is your Advertising Department prepared to meet the 
challenge of today’s complex conditions ... to live up 
to its new opportunities . . . to assume broader re- 
sponsibilities? Has it the training, the vision and the 
courage to do more than a routine job? 


How your Advertising Department can do a bigger job 
will be the principal theme of the 15th Annual NIAA 
Industrial Advertising and Sales Promotion Conference 
and Exposition at the Edgewater Beach Hotel, Chicago, 
September 22 to 24, 1937. There will be talks by 
nationally known industrial leaders ... by sales execu- 
tives ... and advertising directors. There will be 
speaking sessions, round table discussions, clinics on 
numerous specific topics, extensive exhibits of adver- 
tising and sales promotion materials, and rare oppor- 
tunities for person to person exchange of ideas. 


-_ a 
Are You a Ton Executive? 
This conference offers you a composite of manage- 
ment’s experience with respect to industrial marketing 
trends . .. distribution practice ...and directing 
Advertising and Sales Promotion Departments not only 
to sell merchandise, but also to do the urgent job of 





e ¢ 15TH ANNUAL 
ADVERTISING AND 
SALES PROMOTION 
CONFERENCE AND 
EXPOSITION 


improving public relations. It will be a highly profit- 
able investment for you to attend with your Sales 
Manager and your Advertising Manager. 


Are Yau a Sables Director? 


In addition to the foregoing, the NIAA conference offers 
you information on the most effective sales promotion 
policies and practices .. . the coordination of adver- 
tising with personal sales activities. 


Are you an Advertising Manager? 


From this conference, you will get inspiration ...a 
broader viewpoint . . . a new vision of your oppor- 
tunities, as well as “brass tack’ information about 
various details of advertising and sales promotion. 


An Ideal Convention Spot 


The Edgewater Beach Hotel, the convention site illus- 
trated above on the shores of Lake Michigan, offers un- 
paralleled opportunities for fun and recreation 

bathing, an abbreviated golf course, night clubs, etc. 
This conference, sponsored by the National Industrial 
Advertisers Association, will afford ample opportunity 
for entertainment, as well as work. Mail Coupon Below. 


MR. H. D. PAYNE, Chicago Molded Products Co. 
2145 W. Walnut St.. Chicago, II. 


Please send further information about the program of the 1937 Conferen¢? 
and Exposition. sponsored by the National Industrial Advertisers’ Associatio®- 





This advertisement prepared by Commercial Advertising Agency Inc., Chicago 
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MR. WIPING CLOTH PURCHASER— 


Meet The “Family ! 


necessary to be certain that wipers 
used by your employees are genu- 
inely sterilized. And the surest 
way to be absolutely positive of 
effective wiper sterilization is to 
demand the Sanitary Institute 
Label on every bale. 





Members of the family of Staphy- 
lococci— infection breeding bacteria 
found in unsterilized wiping materials. 


HE bacteria shown above are 
found in unsterilized wiping 
materials and are, according to the 
National Pathological  Labora- 
tories, ‘‘often responsible for boils, 
acne, and many other skin infec- 
tions.”’ 


Undoubtedly, unsterilized wiping 
materials transmit other more seri- 
ous diseases. 


Fortunately, this infection haz- 
ard is easily avoided. It is only 





THIS ADVERTISEMENT SPONSORED BY THE FOLLOWING MEMBERS OF 
THE SANITARY INSTITUTE OF AMERICA 

BROOKLYN, N. ¥Y.—American Sanitary Rag Co., 600 Degraw St. 

BROOKLYN, N. Y.—Delia Waste Products Corp., 1557-61 Dean St. 

BROOKLYN, N. ¥Y.—Godfrey Cotton Products Corp., 601 Sackett St. 

CHICAGO, ILL.—American Cotton Products Co., 2512 S. Damen Ave. 

CHICAGO, ILL.—American Sanitary Rag Co., 1001-15 W. North Ave. 

CHICAGO, ILL.—Central Mills Co., 3920-60 S. Loomis St. 

CHICAGO, ILL.—Chicago Sanitary Rag Co., 2137 S. Loomis St. 

CLEVELAND, OHIO—Mansco Corp., 3524 East 74th St. 

CLEVELAND, OHIO—Wiping Materials, Inc., Room 216—1836 Euclid Ave., W. H. Martin, Rep. 

HAMILTON, OHIO—The Leshner Corp., 1240 Central Ave. 

PITTSBURGH, PA.—Armstrong Sanitary Wipers Co., 1233 Spring Garden Ave. 

PITTSBURGH, PA.—Wiping Materials, Inc., 320 Empire Bldg., J. M. Evans, Rep. 

PITTSBURGH, PA.—Scheinman-Neaman Co., 1024 Vickroy St. 

ST. LOUIS, MO.—Wiping Materials, Inc., 2000-28 N. Main St. 


For complete Institute specifications write any member or 
The Sanitary Institute of America, 10 8. LaSalle St.. Chicago 








































utility value to purchasing agents. 








Yours on Kequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


From among the many submitted 














l 78 An actual sample of Blaw-Knox electroforged steel 

» grating is available to purchasing agents. Fea- 
tures claimed for this flooring include one-piece construction 
providing maximum strength, safe footing, self-cleaning, open 
area for light and air, easy maintenance. 


1 9 The 212-page, 5” x 8/4”, Stock List and Refer- 
7 s ence Book issued by Scully Steel Products Co. 
provides a thorough description of over fifty types of steel prod- 
ucts that are available at a moment’s notice from eight ware- 
houses. The book is conveniently thumb-indexed and contains 
S.A.E. specifications and numbering system, color code and 
tables of allowable concentric and uniform loads. 


1 Appropriately printed in color is ‘‘How to Use 
80. Color on Corrugated Shipping Boxes,” fourth in a 
series of packaging handbooks published by The Hinde & Dauch 
Paper Co. Illustrations in color accompany fundamental facts 
showing how color can be used effectively to give product identi- 
fication and sales appeal. 


A “Water Works Manual,” embracing 120 pages of 
l 8 l « practicable data and technical information, is 
being released by The Youngstown Sheet & Tube Co. Subjects 
discussed include records of service of steel pipe in water mains, 
laying methods, corrosion, tuberculation, incrustation, leakage 
and breakage factors, carrying capacity, cleaning and sanitation, 
coating and wrapping, linings, couplings and joints, fittings and 
service connections, etc. 


1 82 A variety of types of skid platforms for use in con- 

« veying materials by the lift truck method of interior 
transportation are illustrated in a new colored folder No. 146 
just issued by Lewis-Shepard Co. 


1 An extensive line of brief cases and sales portfolios 
8 « is illustrated in the Plaza Luggage & Supply Co.’s 
Catalog No. 17. The majority of the items have been patented 
recently, as representing new ideas in sales presentation. 


The new 80-page catalog of Gould’s Industrial 
l 84. Pumps includes descriptions, specifications and 
pictures of a complete line of various types of pumps—centrifu- 
gal, reciprocating, rotary, sump, diaphragm—-which are de- 
signed for an extremely broad range of industrial uses. The line 
covers pumps for both ordinary and specialized services, such as 
general water supply, factory wastes, drainage, sewage, chemi- 
cals, oils, coolants, paper stock, etc. 


An extensive line of all-purpose wrenches is fea- 
l 85. tured in the Bonney Forge and Tool Works’ new 
60-page Catalog No. 37M, which also shows a variety of other 
tools such as screw drivers, pliers, hammers, punches, chisels, 
clamps, sockets, etc. Every imaginable need for a wrench is 
taken care of by the amazing number of special purpose wrenches 
illustrated 
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l 86 Bulletin SS-3 has been issued by the American 

s Metal Hose Branch of the American Brass Co. to 
feature seamless flexible metal tubing, one of its four major styles 
of flexible metal hose. Presented in 20 pages are facts and data 
relative to the manufacture and application of the seamless type 


of flexible metal tubing, which is made without seams, joints, 
laps, welds or packing of any kind 


1 8 An attractive new catalog published by Lyon 
<- Metal Products depicts a wide range of steel boxes 
for every manufacturing and storage use-——shelf boxes for the 
storage of small parts; shop and tote boxes for transportation of 
work in boxes; nesting boxes; and suggestions for the use of 
special steel containers designed for use with specific production 
systems. Also included is brief descriptive matter on steel 
shelving, lockers, shop equipment and tool storage equipment. 


1 88 Valuable permanent reference material is con 

« tained in ‘Industrial Asphalt Products for Main 
tenance,’’ a handsomely lithographed book issued by The Flint- 
kote Co., Industrial Asphalts Division. The book presents an 
exhaustive study of protective coating problems and how they 
can be solved. Special coatings are available for floor priming; 
protection of steel tanks, hopper bins, structural steel, sheet steel 
piling, corrugated metal, metal roofs, bridges, pipe coating, gutter 
lining; waterproofing and dampproofing of foundation walls, 
masonry, parapet walls, concrete abutments, plaster bond, cork 
and thermal insulation, tree surgery, asbestos and composition 
board; protection of metal roofs, asphalt shingles, and asbestos, 
asphalt roll and built-up roofing 


l 89 Orchids to E. M. Dart Mfg. Co. for its fine new 

« catalog distinguished by artistic photographs and 
typography. The catalog presents a full line of unions which 
embody the exclusive feature of two bronze seats ground to a 
true ball joint, swaged into malleable iron bodies. Detailed 
specifications, dimensional tables and prices of various types of 
unions are given. 


l O 112 colorful pages, spiral plastic bound in a heavy 

« weight cover, comprise the artistic catalog created 
by the Sheffield Gage Co. to present its line of gages in a highly 
entertaining and informative manner. Large, striking photo- 
graphs enhance the text, and a unique index emphasizes the 
various subjects which include visual gages, installations, thread 
plugs and rings, thread ring gage holder, measuring wires, cylin- 
drical plugs and rings, tapered gages, setting plugs and rings, 
adjustable limit gages, special gages, strainometer, vibrometer, 
thread Jead tester, et Particularly valuable are the terminology 
and engineering data sections 


l Se) l Improvements, additions and developments to its 

« line have prompted the issuance of the Ideal Com- 
mutator Dresser Co.’s completely revised Catalog No. R.I.-936, 
which gives up-to-date information on commutator and slip ring 
maintenance of motors and general electrical equipment. In 
addition to product presentation, the catalog offers interesting 
data on electrical and motor maintenance 


l 92 A handy reference ‘‘miniature’’ packing catalog 
«» has been compiled by U. S. Rubber Products, Inc 
to feature eleven most commonly used packings. These eleven 


packings, it is contended, meet a large percentage of normal 
packing requirements 


l 93 The Ever Ready Label Co.’s 48-page, 81/2” x 

« 11”, colorful catalog contains 528 ideas for using 
labels. Chockful of illustrations, it represents a complete refer- 
ence book which should be in the files of every purchasing de- 
partment. Among the various types of labels shown are rolls, 
flat, gummed, ungummed, square cut, die cut, printed, embossed, 
etc., for such uses as mailing, shipping, advertising, collections, 
reminders, etc. Both stock and special made-to-order designs 
are available. 


(Additional listings on page 8) 
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I’m fresh as a daisy at clesing time. The “Underwoods are always easy on the fingertips. 
Underwood never tires you out.” There's no wrist-weariness at the end of a busy day.” 


"] like the clean-cut way the Underwood types... “A man’s letters, like all personal things, 


: : im. I’ r r 
not a fuzzy character on its entire keyboard.” should represent him. I’m 0 — fo 
Underwood representation. 





BOTH ARE 


RIGHT. Trrists everywhere enthuse about 
the Underwood because, as they say, it’s so easy to oper- 
ate. And it’s true. Underwood has spent millions making 
it so. But what girl is there who isn’t equally enthusi- 
astic about the fine, clean-cut writing job the Under- 
wood turns out. 

And what boss is there who is insensible to the fact 
that his typists are happier, do far better work in less 
time, because they have a fine, sensitive, perfectly tuned, 
writing machine at their fingertips. 

Standardize on Underwoods, they’re kinder to office 
budgets. Every Underwood Typewriter is backed by <a Salish PE | 
nation-wide, company-owned service facilities. Cw \ Outstanding Performance 

ts the Obligation of 


Typewriter Division, UNDERWOOD ELLIOTT FISHER Underwood Leadership 


COMPANY e Typewriters... Accounting Machines... Adding 
Machines ¢ Carbon Paper, Ribbons and other Supplies © One 
Park Avenue, New York, N. Y. @ Sales and Service Every- 
where ¢ Underwood Elliott Fisher Speeds the World’s Business 


~tlérwo0d - Tops the World in Typewriter Performance 
Leads the World in Typewriter Sales! 
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Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


From among the many submitted 














94 Purchasing executives interested in protecting their 
s companies’ Products by improved packing methods 
will find helpful hints in ‘‘The Signode Seal,”’ monthly house 
organ of the Signode Steel Strapping Co. Actual case studies 
of reduced damage losses and lower freight bills are featured to- 
gether with articles describing how prominent firms solved ship- 
ping problems. 


195 The Dodge Mfg. Corp.’s 44-page, 8'/2” x 11’, 
e Bulletin A-206, illustrates and describes a com- 
plete line of rolling bearings. In addition to detailed engineering 
data and prices, photographs of typical installations of various 
types of bearings in many diversified industries are presented. 


] 96 Considerable information of value appears in the 

e Carborundum Co.’s 132-page, 5” x 7”, ‘Treatise 
on Tool Room Grinding.’’ This book endeavors to give the 
grinding wheel user a better understanding of grinding wheels 
and their relation to the various operations of tool sharpening and 
miscellaneous grinding performed in the tool room. Drawings, 
photographs and tables show various machines, typical tool 
set-ups and results obtainable through correct grinding. 


] O7 Prefaced by a short history of the tentacular trans- 

s mission belt, ‘‘Tentacular Drive Data,’’ published 
by Alexander Brothers, Inc., may be regarded as a reliable text 
book on the subject of this particular type of leather belting. 
Its 32 pages contain detailed specifications, engineering data 
and technical information. including numerous tables and charts. 
Four pages are devoted to photographs of typical tentacular 
applications. 


l 98 Six questions directed to purchasing executives are 

« included in “Buried Treasure,’’ a booklet issued 
by the Acme Card System Co., which consists largely of a series of 
questions directed to various department heads to enable them to 
determine whether they are making maximum use of records. 
Besides purchases, other departments represented are stock, 
production, sales, credits, accounts receivable and personnel. 


] 9 An 8-page, 8'/,” x 11”, bulletin has been prepared by 

e Brown & Sharpe to give full particulars concerning 
its recently announced No. 5 Plain Grinding Machine, a new 
small-size machine developed principally for the rapid cylindrical 
grinding of duplicate small parts to close limits on a production 
basis. The many modern features of this machine are described 
in detail, accompanied by photographs, drawings and specifica- 
tions. 


20 A comprehensive study of the subject of welded 

s piping is presented by The Linde Air Products Co. 
in a book entitled ‘‘Design of Welded Piping.’”’ Included in its 
198 pages are parts dealing with the following subjects: engi- 
neering aspects of welded piping; joint design for steel and 
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wrought iron piping; cast iron, galvanized iron, stainless steel 
and non-ferrous piping; piping layout and drawings; specifica- 
tions for welded piping; data on welded fittings, etc. 


20 l The varied uses of ‘‘Product-Stamps”’ are explained 

s and illustrated in a booklet compiled by McLaurin- 
Jones Co. A Product-Stamp is a small piece of flat gummed 
paper with a fine coated printing surface, on which is reproduced 
a picture of a manufacturer’s product plus descriptive text. 
They can be used on letters, bulletins, price lists, house organs, 
invoices, statements, envelopes, packages, etc. Samples are 
furnished with the booklet 


202 How numerous large industrial companies have 
e solved the difficulties resulting from vibrations 
caused by operating machinery is explained in ‘Eliminating 
Vibration Losses,’’ a 16-page, 8'/.” x 11”, publication of The 
Korfund Co., Inc. Predominating are illustrations of the 
application of anti-vibration methods to specific installations 
of machines under various conditions, including Diesel engines, 
power plants, punch presses, hammers, blowers, looms, elevator 
machinery, printing presses, air-conditioning and refrigeration 
equipment. Analysis is offered of the individual problems of 
industrial companies, office and public buildings, public utility 
and municipal power plants, hotels, schools, hospitals, depart- 
ment stores, libraries, et« 


203 In the style of a newspaper rotogravure section, 
» ‘‘The Rex World,’ house organ of the Chain Belt 
Co., is a pictorial presentation of actual conveying operations 
in well known plants. Many diversified industries are repre- 
sented. A highlight is the story of “from pig to bacon”’ in pic- 
tures. 


3 Carbonized papers of all types, including hecto- 
l 4 » graph carbon for duplicating machines and tele- 
type rolls as well as typewriter and pencil carbons, are described 
in the General Manifold & Printing Co.’s booklet of Multiplex 
Papers. This booklet contains samples of coated paper stocks. 


] Catalog No. 14 of the Federbush Co., is a con- 
l 5 « venient index to a comprehensive line of loose leaf 
binders, catalog covers and sales equipment, memo books and 
visible record equipment. The binders include the ring, post, 
prong and zipper types, suitable for everyday use or for transfer 
and storage files. The catalog contains 180 pages, bound loose 
leaf style, with a unique marginal guide for ready reference. 


Operators of trucks, buses, tractors, industrial 
l 54. equipment and farm implements on which rubber 
tires are used will find valuable information in the recently re- 
leased 1937 edition of the B. F. Goodrich Co.’s ‘‘Operators’ 
Handbook,”’ 66 pages, pocket size. Of particular interest are the 
various data tables, the Calculator for figuring actual truck 
tire costs, the chapter on load ratings and inflation pressures. 


Extremely useful to buyers and prospective buyers 
l 63. of anodes is a 12-page, 8!/.” x 11”, booklet on ‘‘Con- 
trolled Grain Anodes”’ prepared by the Seymour Mfg. Co. The 
attributes of a ‘“‘good”’ anode are described in the opening page, 
followed by analyses of four types of nickel anodes which are in 
widest use. To meet special needs, other anodes of nickel, 
copper, brass, bronze and zinc may be had in any desired shape. 
Various available shapes are shown, supplemented by useful 
data, tested solutions, advice on how to overcome common anode 
problems and how to order anodes. 


A new pricing arrangement which results in lower 
l 70. net prices in larger quantities is a feature of the 
Sectional Post Binder Catalog recently issued by C. E. Sheppard 
Co. 36 styles of binders are illustrated, accompanied by speci- 
fications and dimensions of both stock and special sizes. These 
sizes cover virtually every need imaginable. 


(Additional listings on page 6) 
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HEN an emergency calls for 
Boiler down—night call brings quick help 


from Scully. One of our officials received a call at steel or steel products ina 
his home at 10 o’clock one night. A boiler had broken 


down. We sent men to the warehouse, measured and h urTy, prompt service will Save you 
cut the needed tubes and had them ready when called many dollars. When such an occa- 


for at midnight. 
sion arises, call Scully. We will meet 


‘We must have it in the morning.” Another that emergency. 
emergency call came to us at 9 o'clock one night. 7 - 
Some Stainless Steel was needed for a rush job. We And call Scully, too, for y our 


cut and delivered the order early the next morning. 


regular requirements. We have huge 
stocks of steel, steel products, cop- 
per and brass in eight conveniently 
located warehouses. Try us. 

Phone, write or wire the Scully 
warehouse nearest you. And send 
for our handy, complete Stock List 
and Reference Book. It’s free, of 
course. 


YOU'LL LIKE 


Soul 


SCULLY STEEL PRODUCTS CoO. 


Warehouses at 
CHICAGO + BOSTON «¢ PITTSBURGH «+ NEWARK, N. J. ¢ ST. LOUIS 
BALTIMORE « ST. PAUL « CLEVELAND 
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—EFFICIENT BUYING IS THE KEY TO PROFITS— 





stentficant figures |f 








sased upon authoritative statistical estimates, there will be in 1937 
as compared with 1936:— 


$ 45,000,000 more monthly in dividends 
100,000,000 more monthly for farmers 
200,000,000 more monthly for factory help 


In other words, the impulse of more than '/; of a billion dollars 
each month in excess of last year’s amount will appear in this 
country’s purchasing power before the end of 1937. 


This guarantees new levels for business and prices this fall and early 
winter. 


It is inevitable that there will be sharp price changes in raw mater- 
ials. A sudden rise or decline may be carried too far to be healthy, 
resulting in substantial losses. 


In a situation like this, the McGill Commodity Service can be of its 
greatest value. Through its regularly scheduled reports, it keeps 
its clients posted on important developments and provides de- 
pendable analyses and price forecasts on all basic commodities. 


Why not investigate the McGill Commodity Service which has won 


the endorsement and patronage of so many hundred clients in this 
country, Canada and abroad? 








McGill Commodity Service, Inc. 


Taylor Bldg., Auburndale, Mass. 








Gentlemen: 


Please send me a copy of your 10-page “Commodity Analysis and Price Fore- 
cast” B-112 and the descriptive folder. 


Cy REEL ge ay PP 8 ar gO PG eee 


Company 








Street & No 




















PAGE 10 PURCHASING 








To Meet the Trend 


150 Ib. SP—Fig. 1021-P 


“Ferrenewo" 


150 Ib. SP Fig. 1857-P 


All-Iron ‘‘Ferrenewo’ 


300 Ib. SP—Fig. 1690-P 


Screwed Yoke 


Bronze ‘‘Renewo” 


Toward 


200 Ib. SP—Fig. 73-P 


Bronze ‘‘Renewo” 


300 Ib. SP—Fig. 16-P 


Bronze ‘‘Renewo" 


“NS5" Alloy 
Plug Type 
Seat and Disc 





Wider Seat Faces 


And to provide the prope! 
valves for various pressures 
Lunkenheimer offers a com. 
plete line of plug type seat and 
disc valves as illustrated, fo 
steam pressures from 150 lb 
to 300 Ib. 





The seats and discs have wide, 
uniform bearing contacts, accurate- 
ly machined and carefully lapped 
to insure a perfect fit. The wide 
seating surface reduces the effect 
of wire-drawing and promotes 
longer service. 


The “NS5” Alloy from which 
the seats and discs are made has ex- 
ceptionally fine wearing properties, 
high corrosion resistance, will not 
gall, seize or lose its original 
hardness. 


Install Lunkenheimer plug type 


valves and profit by the trouble- 


free, low-cost service you will 


experience. 


THE LUNKENHEIMER & 


—= ‘QUALITY’ = 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO 
BOSTON PHILADELPHIA 


EXPORT DEPT, 318-322 HUDSON ST,, NEW YORK 
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Headquarters for Alloy Steels 


@ Alloy steels, hot rolled and cold drawn, 
in all major S. A. E. specifications, are 
carried in Ryerson stocks for immediate 
shipment. 

Alloy steels purchased from Ryer- 
son show unusually uniform re- 
sponse to heat treatment. Our manu- 
facturing specifications are very exact- 
ing. Our checking and inspection sys- 
tems, together with the most modern 


warehousing methods, assure your get- 
ting uniform high quality steel that will 
exactly meet your requirements. 

Ryerson stocks also include many 
special alloys developed to meet par- 
ticular requirements. If you have a 
steel problem, check with our special 
steels division and be sure that you are 
using the best steel for your particular 
job. 


JOSEPH T. RYERSON & SON, INC., Chicago, Milwaukee, St. Louis, Cincinnati, Detroit, 
Cleveland, Buffalo, Boston, Philadelphia, Jersey City. 


RVERSON STEEL-SERUVICE 
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Crop Loans and Control 
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Te President’s contention that a cotton loan must go along with some definite 
provision for crop control has a reasonable basis. This does not necessarily 
imply that either measure in itself is wholly desirable. Both are emergency mea- 
sures, in which normal considerations cannot always be given their full weight, but 
there is an element of equity and logic in the proposal that is too often absent in the 
political game of guid pro quo. 


It is likely that both the administration and the groups that are asking for 
governmental aid in handling the largest crop of recent years would prefer to have 
carried their respective points without the duress of a counter consideration. A con- 
trolled agricultural program is at the very core of the planned economy sponsored by 
the present regime at Washington, whereas a new crop commitment that promises to 
run into serious money can hardly be welcome in the face of long delay and repeated 
disappointment in the balancing of finances. Cotton growers naturally would like 
to see a loan basis to establish a floor for their market, but as naturally dislike a 
limitation to the volume of their operations, that tends to establish a ceiling to their 
potential profits. 


But the loan is an emergency relief measure, and we have had distressing 
demonstrations that reliance on such assistance, without the acceptance of commen- 
surate responsibility in getting at the basic causes, breeds a repetition of similar 
emergency conditions in succeeding years. Crop subsidies, on cotton and on other 
agricultural products, have not produced any lasting improvement in statistical 
ratios. They have permitted the agriculturalist to speculate while the members of 
the industrial community, his customers, have banked for him and indirectly enabled 
him to hold the surplus stocks against the day when he could command a higher 
return from these very customers. 


A planned agricultural program may accomplish the desired economic end, 
and at the same time tend to eliminate recurring emergencies and the necessity of 
repeated loans. Sustained purchasing power of our agricultural population is essen- 
tial to industrial prosperity. The objective of a pre-war price parity, between 
what the grower receives for his product and what he pays for the products of indus- 
try, was substantially achieved early this year, but that balance is endangered by 
excessive crops. 


Probably nothing less than a far-seeing central control can be effective in 
crop administration. The ordinary machinery of business management is not applic- 
able to agriculture as a whole. There are too many producing units, too many 
factors beyond human control, too long a cycle, too little flexibility once the crop 
is in the ground. 


But the size of crop is not the only factor in this situation that can be carried to 
excess. It is to be hoped that both sides of the bargain will be worked out in de- 
tails practical and appropriate to the ultimate purpose—a loan value sufficient to 
tide over the emergency, but not so high as to encourage speculative production 
policies, and crop control that will sustain markets without incurring shortage of 
supplies or distressingly high prices in an economy where the capacity to consume 
is still considerably greater than effective purchasing power at current levels. There 
are other objectives which cannot be ignored. Economic strength and indepen- 
dence cannot be bought by subsidies, and the standard of living cannot be raised by 
curtailing goods. 


STUART F. HEINRITZ, EDITOR 
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P.A. Papa: “J gol the idea and copied the design from the 
price chart on colton.” 
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SEP Pets 


SILHOUETTE STUDIES 


18: 


ARCH, 1912. A black-haired lad 

in his teens, newly arrived from 
the east, was applying to a Los 
Angeles business man for a steno- 
graphic job. His language was 
purest Brooklynese, with “‘erl’’ for 
oil, and “‘oil’” for earl. His inter- 
viewer listened for a while in 
astonishment, finally asked, 

“Where were you born, young 
man?” 

“In Philadelphia.” 

“TI thought so—couldn’t miss that 
Quaker accent.” 

Twenty-five years later, only a 
few months ago in this year of 1937, 
the situation was reversed. Instead 
of ‘Boy Seeks Job”’ it was a case of 
“Job Seeks Man.” An important 
Los Angeles industry sent a thou- 
sand miles to Seattle and asked the 
erstwhile Brooklyn Philadelphian to 
come back and take over new and 
larger responsibilities at the home 
office. This time there was no ques- 
tion as to his antecedents or his rec- 
ord. For nearly twenty years he 
had been serving the company well, 
climbing steadily up the ladder. 
The telltale ‘‘accent’”’ has long since 
disappeared, and he is known from 
Vancouver to San Diego as one of 
the outstanding exponents of pur- 
chasing on the Pacific Coast. 


“Wp ucK”’ WEAVER is so thoroughly 

identified with the far west 
that few of his casual friends suspect 
the existence of an earlier chapter, 
in which the scene was laid upon the 
Atlantic seaboard. He is so thor- 
oughly identified with purchasing 
work that it is hard to realize that 
for years his ambitions lay in an- 
other direction, even after he was 
well started in the purchasing field. 
But the record shows this to be the 
case. 

He was born in Philadelphia on 
April 11, 1894, the oldest in a 
family of nine children. His father 
was an interior decorator. When the 
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boy was six years old, business con- 
siderations dictated a move to New 
York, and the family settled in the 
New Lots section of Brooklyn. 
The new home offered a pleasant 
combination of city and country 
life for the growing boy. It was lo- 
cated on the very last block within 
the city limits; farm land and wide 
open spaces still stretched away on 
every side. It was in sand lot base- 
ball under these surroundings that 
he acquired the nickname that has 
clung to him ever since, reflecting 
the glory of a current big league star. 
The waters of Jamaica Bay were 
only two miles distant, across coun- 
try. The old Baptist church, which 
held an important place in the com- 
munity life of the suburb, was a his- 
toric landmark from Revolutionary 
days, having been used by George 
Washington as his headquarters 
during the Long Island campaign. 
When Weaver was a little older, 
he attended Boys High School in 
Brooklyn, taking the commercial 
course, and spending his summers as 
a clerk with the Fidelity & Casualty 
Company in Manhattan. At the 
close of school in June, 1911, he got 
a job as stenographer with the 
Singer Sewing Machine Company 
and set to work in earnest to perfect 
his speed and technique with the 
ambition of becoming a court stenog- 
rapher. For nine months he con- 
tinued in this position, and then his 
plans were abruptly changed as his 
father’s health broke and the family 
was ordered to southern California. 


TARTING AFRESH in his new sur- 
S roundings, he promptly landed 
a job with the U. S. Glass Company, 
and presently got a better one with 
the Southern California Music Com- 
pany. It was not until about three 
years later that he had his first 
taste of purchasing work as a stenog- 
rapher in the purchasing depart- 
ment of the Los Angeles Aqueduct 


Elmer Henry Weaver 


System. All this while he continued 
to cherish his earlier ambition. H 
studied and took the tests for an ap 
pointment as court stenographer 
But fortunately (as it has since ap 


peared) he always fell just a little 


short of the required speed. In 
stead, the Aqueduct System made 
him a buyer. 

His next move was to the Ge! 
eral Petroleum Corporation, as se¢ 
retary to the Vice President. It 


was wartime, and one of the plants 


was Converted to the manufacture 
of TNT. Again Weaver found him 
self assigned to the purchasing de 
partment. 


Perhaps it was about this time 
that Weaver resigned himself to the 
idea of purchasing as a career and 


ceased his long struggle with hooks 


and dashes and with fate. For ir 
1918 he joined the Union Oil Com 
pany of California as buyer. 
Three years later, when the com 
pany engaged in operations on 
large scale in the northwest and ir 


Canada, he was sent to Seattle as 


field representative during the ey 
pansion campaign, and in 1925 he 
was appointed District Purchasing 


Agent, at Seattle, for the Union Oil 


Company of California and th: 
Union Oil Company of Canada, Ltd 


After twelve busy and successful 


years in that capacity, he was trans 
ferred back to Los Angeles on July 


Ist of this year, to assume genera! 


purchasing duties for the company 


““WpucK” JOINED the Washingt 
Association of Purchasins 
Agents in 1922, shortly after his ar 
rival in Seattle, and entered the 
work with seriousness and enthu 
asm. He served as secretary 
following year, and was elected t 
the presidency in 1924-1925. 
has been a real force in building that 
association to a position of prestig« 
and influence among the buyers 
the northwest. Always intereste 
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in educational projects, he has 
fostered the development of a well 
planned and continuing educational 
program as an essential part of the 
association work. In this connec- 
tion he has also served as an in- 
structor in purchasing courses at the 
Seattle Y.M.C.A. 

Another of his keen association 
interests is membership work, which 
he approaches not as a _ mere 
scramble for increased numbers on 
the membership roll, but rather as 
another phase of education. To him 
it is a means of disseminating the 
advantages of association contacts 
and facilities to the greatest pos- 
sible number, of making the associa- 
tion truly representative of the ter- 
ritory’s industrial activities, and 
raising the standards of purchasing. 

Typical of this activity is the 
story of his part in the formation of 
the British Columbia Association. 
His field work took him regularly on 
business trips to the Canadian ter- 
ritory, and he visualized the oppor- 
tunity for helpful service that 
would result from a_ purchasing 
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organization there. The traveling 
expense, a major obstacle to earlier 
action, was partly taken care of by 
his periodic visits on company af- 
fairs. With the cooperation and 
assistance of the National Associa- 
tion, he worked out an equitable ar- 
rangement that would permit him 
to devote a portion of his time 
systematically to association work, 
and in 1928 constituted himself a one 
man sales department, interviewing 
every prospect individually and 
selling the association idea with such 
success that when the time was ripe 
to call a group meeting, the follow- 
ing year, the organization went 
through and the association has 
functioned smoothly and effectively 
under its own power ever since. 

His first national convention was 
the Buffalo meeting in 1929. Since 
that time he has been a regular 
attendant, missing only the New 
Orleans convention, and his friend- 
ships among purchasing men are 
nationwide. He has been active in 
the affairs of the Oil Company 
Buyers Group and of District Coun 
cil No. 1. Since 1930 he has been 
chairman of the committee on uni- 
form markings for valves and fit 
tings, an important project that has 
now been brought to its final stage. 


N 1930 HE BECAME a member of the 
4 national executive committee, 
representing the associations of the 
Coast, and he is very generally ac- 
cepted as an able and authoritative 
representative of the viewpoints and 
interests of the western buyers, 
whether in an official or unofficial 
capacity. Progressive in thought, 
though inclining to the conservative 
side that builds only upon sound 
fundamental principles, and alto 
gether unassuming in manner, his 
judgment is sought and respected. 

The character of his leadership 
was well illustrated by an incident 
at the Pittsburgh convention last 
May. A luncheon meeting had been 
called for discussion of the vital and 
ambitious program of the N.A.P.A. 
Committee on Education, which 
had for several years been passing 
through the development stage and 
had come to a point of calling for 
definite action. From various sec- 





tions came the reports and opinions 
of national directors to the effect 
that the membership at large had 
no clear idea of the program and its 
implications, that some further time 
might well be spent on acquainting 
them with the plan and sounding 
them out for their ideas on the sub- 
ject—this despite the vigorous ef- 
forts of the committee and the na- 
tional office for many months past 
to accomplish exactly that end. In 
dramatic contrast was Weaver's re- 
port, the gist of which was: ‘‘The 
Washington Association has _fol- 
lowed the development of the com- 
mittee’s plan with extreme interest 
and care. Meeting time has regu- 
larly been devoted to examination 
and discussion of the project. Every 
release from the national office has 
been studied. The membership is 
thoroughly familiar with the pro 


” 


gram, and is for it 100%. 


7 EAVER HAS A sound sense of pro- 
W portion. He has worked hard 
and successfully at business, but the 
record rehearsed above is far from 
giving a complete picture of his life. 
At Los Angeles in 1916, he married 
Miss Grace Morrison Ehlers, tal 
ented daughter of a family that has 
achieved considerable distinction in 
the field of education. Their three 
attractive daughters have exhibited 
an unusual aptitude and ability in 
journalistic lines. 

Nina Beth, 20, now a junior at 
Linfield College, McMinnville, Ore- 
gon, was editor of the high school 
paper in Seattle, being chosen for 
that honor from a student body 
numbering more than two thousand. 
At college she became assistant 
editor in her sophomore year, and 
editor in her junior year. Margie, 
18, has followed her sister’s record 
at high school, besides editing the 
yearbook and winning three prizes 
in essay contests of national scope, 
one in the field of advertising, an- 
other sponsored by the Propeller 
Club, and the third, announced only 
last June, the highest award in a 
contest conducted by the Northern 
Baptist Convention. Carolyn, 16, 
bids fair to carry on the family 
tradition, and is now a student of 
journalism. 
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The influence of the little Baptist 
church on Long Island has been deep 
and far reaching. Tolerant in his 
views of others, and far from being a 
reformer by nature, ‘““Buck’’ has set 
a strict code for himself. His in- 
terest in community and church af- 
fairs is genuine, and he has given 
generously of his time in personal 
participation in such work. For 
twenty-three years, he has made it 
a part of his weekly program to 
teach a class of boys in the Sunday 
School, and leaving the present 
group of fifteen eager youngsters be- 
hind has been one of the major 
wrenches involved in the recent 
move to Los Angeles. For twenty 
years he has served as church trea- 
surer, both in Los Angeles and 
Seattle. As chairman of a building 
committee, he has just completed 
the job of erecting a new and modern 
church. He has been president of 
the Washington State Board of his 
denomination in charge of young 
people’s work, which includes the 
operation of a large summer camp. 

His interest in the Y.M.C.A. has 
continued since his own boyhood 
days. A strong believer in regular 
exercise, he has found time to play 
volley ball there two or three times 
a week, and on the business side he 
has served on the committee of 
management. For nine years he has 
been a consistent worker on the 
Community Fund. 


T HAS NOT BEEN altogether easy to 

break these ties and leave the 
home on Queen Anne Hill, despite 
the business advancement which the 
move connotes. But in another 
sense, the return to Los Angeles is 
like coming home, for there are 
family connections and many en- 
during friendships there from the 
old days. 

On one point the record is clear. 
Wherever he may be located, 
“Buck” Weaver will be an efficient 
executive, and will find a place as a 
willing and unselfish worker in the 
ranks of his profession and in the 
community. His standards are 
high, and he will effectively help in 
the attainment of those standards, 
by example and by service. 

—$.F.H. 


SEPTEMBER 1937 














SINCE 
184 5ee 





ACH succeeding year of R B & W history has _ progres: 
strengthened and developed the sound policies established 


the business began. 


New and better raw materials have come into use, yet rigid inspect 
strict metallurgical tests and careful preparation for manufacture a 
closely enforced today as ever before. New and improved prec 
machinery has been developed, but, as in the past, most of the new 
in Bolt, Nut and Rivet manufacture are still emanating from R B & 
plants. Greater accuracy in finished product, with closer tolerar 
and cleaner finishes, is expected today, yet here again R B & W ha 
the way with more progressive methods of manufacture, contro! 
inspection. Increased production facilities and larger stocks ar 
quired today—and R B & W continues to meet such demands with ¢! 
strategically located plants and thousands of feet of storage 
carrying the widest range of types and sizes. The number of custon 
spread over world-wide territory, with more diversified requirement 
has grown; and here, too, R B & W has met the situation through 
visory Engineers, Sales Offices, Sales Service Men, Distributors, Job 
and Retailers. 


Thus since S45, age and experience have improved R B & W prod 
and service—so that today, as then, EMPIRE Bolts, Nuts and R 
represent the world’s standard of Leadership and Quality. 








BOLTS Carriage NUTS: Cold Punched, SCREWS: Cap, Ma PLATED 
Machine, Lag, Plow Semi-Finished, Hot chine, Hanger Cadmium 
Stove Elevator Pressed, Case Hard- TASHERS > . Chromium 
Step, lap Wire ened, Slotted, Castle _ — sian Hot Gal 
Wheel & Rim, Bat onic , Copper, Tit 
tery, U-Bolts, Semi PINS Clevis, Hinge MATERIALS Al 
Finished Automo loys, Steels, Non SPECIAI 
tive Replacement RIVETS Standard, ferrous Metals AND PUNCI 

Tinners’, Coopers’, RODS: Stove, Seat PRODUC 
Culvert Ladder 
RUSSELL, BURDSALL & WARD oes 
BOLT AND NUT COMPANY EMPIE 


PORT CHESTER,N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. 


SALES OFFICES: 
CHICAGO - DETHOIT « PHILADELPHIA | OENVER - SAN FRANCISCO - LOS ANGELES - SEATTLE - PORTLAND 











_— YOUR source of supply—that’s the theme 
of every purchasing agent. Particularly true 
with the purchasing for an air line that flies ten million 
miles a year and carries more passengers than any other 
line in the country. Over fifteen states, the transports 
of United Air Lines wing their way, night and day. 
The endless flow of requisitions from every department 
necessitates an alert purchasing function. 

What, you may ask, has snail poison to do with the 
operation of a coast-to-coast airline? And yet that lit- 
tle item was purchased and delivered to our San Diego 
air terminal not so long ago. This snail poison is used, 
we discover, to protect the shrubbery about the terminal. 
More understandable, perhaps, is the purchase of sixty- 
eight twin-row 1,150 horsepower engines, for these are 
the power plants for the huge twelve-ton Mainliner 
transports which have just been placed on United's 
three-stop, 15'/; hour transcontinental schedules. 
The motors amounting to $680,000 were probably the 
largest item our purchasing department has handled in 
the past year. (Most air lines buy their plane equip- 
ment by contract rather than through the purchasing 
department.) 

Like the entire system, our purchasing department 
has been set up to function with great speed in all in- 
stances. For example, a few months ago the system 
had employed a concrete mixer to do some important 
work at an airport in the west. At five o’clock on a 
Tuesday afternoon we received an air mail requisition 
for two governor weights, a governor pin and a governor 
spring for the concrete mixer. We placed a call to a 
supply house carrying such parts, but found to our sur- 
prise, that that particular model of mixer was obsolete 
and parts could not be located. These items amounted 
to only eighty-four cents but were vital to complete this 
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“Purchasing for the Clouds” 


One purchase amounting to 8&4. cents 
—another that totals $680,000— 
both essential to smooth operation 


E. VAN VECHTEN 


Purchasing Agent 
United Air Lines 
Chicago 


airport work. The supply house—good friends of ours 

finally spotted the necessary parts and they were 
shipped westward on a regular scheduled plane early the 
following morning. The mixer was in operation again 
that afternoon and we had the signed receiving order on 
our desk on Thursday morning. 

Our purchasing department has grown steadily in 
proportion to the growth of the airline. In 1926 Unit- 
ed’s predecessor company, National Air Transport, 
had a one-man purchasing department. At the time 
I was serving as terminal manager at the Chicago Air- 
port. With the formation of United Air Lines in 1928, 
I joined the purchasing department and today we have 
six people caring for the purchasing needs of this vast 
system. 


Below, at left: Probably the world’s shortest 
telephone line, installed in United’s Skylounge 
Mainliners, connecting the kitchen at the rear 
of the passenger cabin with the pilot’s compart- 
ment, 30 feet ahead. Below: One of the great 
Mainliners, built for United by Douglas Aircraft, 
and now in non-stop service between Chicago and 
New York, and three-stop coast-to-coast flights. 
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**Purchasing, a profession in itself, whereby the purchasing agent does 
not buy; he sells—sells his supplier on the question of quality, price and 
delivery, with price not the uppermost question, for by mutually satisfac- 
tory understanding between purchaser and seller the price will adjust 
itself.”’-—With these words Mr. Van Vechten has defined purchasing. 
Identified with air transportation since its pioneering days, he is a past 
president of the Purchasing Agents Association of Chicago and also a 
former director of the National Association of Purchasing Agents. 


We have four separate divisions established to expe- 
dite our function. First, of course, there is the actual 
buying and, secondly, there is secretarial. Our third 
branch is filing, the most important function from the 
standpoint of quick reference. Lastly, comes the fol- 
low-up on each order. And each individual purchase, 
no matter how small, remains in an active file until the 
completed receiving order is sent to us. 

One of the biggest items is the purchase of gasoline, 
since United planes consume close to ten million gallons 
every year. Distribution of this gasoline is a problem 
efficiently handled by the gasoline company. Our gas 
is purchased on a contract basis, as are many other items 
such as electric lamps, oil and so forth. 

Every day, it seems, something new is encountered. 
Currently we are hard at work completing the purchase 
of $26,000 worth of equipment for the new fleet of 
sleeper type Mainliner transports that will be in coast-to- 
coast service by the time you read this. Never before 
have we dealt in the purchase of pillows, sheets and 
blankets. There have been a number of amusing inci- 
dents in this connection. It was not until after we 
had completed the contract for the pillows that we 
learned that the salesman never sleeps on a pillow. 

Our sheets presented an interesting study. United 
Air Lines is a member of the Laundry Owners Institute 
at Joliet, Ill., and we sent various types of sheeting fab- 
rics there for exhaustive tests before deciding upon a 
particular manufacturer. 

Over a period of nine years we have been able to cen- 
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tralize all purchasing and yet have specialized clas 
cation at our finger tips every moment. In nine y: 
we have never thrown away a business card, and it 
been a profitable policy to make notes on the back of 
card regarding the salesman’s ability. Our departm 
has been a proving ground for a number of salesn 
I can recall in 1932 having a young man enter my off 
He was obviously fresh from the sales school and I w 
his first call. The minute he started talking I r 
nized his as being a memorized speech. [| halted |} 
at once and talked with him about the problems 
purchasing agent and what our needs were. Since t] 
day we have purchased considerable material from 
company, and I felt a touch of pride a few weeks ba 
when that same young man came into my office. 
handed me his card which read, “Sales Manager 
Modern air transportation has brought many 
elements into our field. As we have seen, the slee} 
service brought new and interesting details. 
years ago, who would have thought that we would 
buying checker boards for an air line? Yet this y 
our passenger service stresses the importance of givi 
the air traveler ample diversions. We have not 
checker boards on each ship, but also backgamn 
games, binoculars (especially light in design) ai 
portable typewriter. In the early days of air tra 
portation we paid little or no attention to meal ser\ 
The transcontinental passenger of 1928 was give 
cheese sandwich, an apple and some potato chips 
Continued on page 


PAGI 








Selling Alloy Steel on Certified 
Analysis and Test 


N IMPORTANT AND extremely helpful new ser- 

vice in the distribution of alloy steels is announced 
this month by Joseph T. Ryerson & Son, Inc., Chicago. 
It promises a practical solution to one of the most 
troublesome problems that has accompanied the rapidly 
increasing use of alloys, saves time and expense in utili- 
zation of the material, and enables the user to achieve 
more uniform and satisfactory results. In brief, the 
“Ryerson Certified Steel Plan’’ consists of the selection 
of entire heats of alloy steels that come within certain 
narrow analysis limits; the steel is tested for chemical 
and heat treatment characteristics, and complete data 
is prepared for delivery to every customer buying the 
steel, whether only a few bars or several tons. 

Most of the alloy steel used today is subjected to heat 
treatment before use, for the purpose of developing 
strength, hardness, resistance to shock, or other special 
physical characteristics. The response of alloy steel 
to heat treatment depends partly on analysis and partly 
on the general hardening characteristics of the particular 
heat in question, these characteristics being governed 
by the structure of the material, inherent grain size, etc 

The accuracy with which a melter can work is limited 
and therefore, no producing mill can accept specifica 
tions for exact analysis, but must be allowed a quantita 
tive range of each element. 

The Society of Automotive Engineers have compiled 
a set of specifications covering the great majority of 
alloy steels used today. In compiling these specifica 
tions, they have worked with the steel producers and 
have narrowed the limits of composition as far as it is 
practical for the steel makers to follow. These limits are 
relatively wide and, therefore, steel specified only to the 
S.A.E. specifications may vary greatly in heat treat 
ment response from one heat to another. This varia 
tion frequently results in un-uniform results and the 
extra expense of re-treatment. 

Ryerson has been seeking to solve this commonly rec 
ognized problem for many years in an effort to provide 
alloy steel which, when heat treated, would give more 
uniform response, and also to make it easier for the heat 
treater to secure satisfactory results. 

When large tonnages are involved, the user can pur 
chase whole heats and it is then practical for him to 
analyze each heat and also test it for heat treatment re 
sponse. In this way he is able to control his heat treat 
ment process so as to offset any differences between 
heats. When average lots of alloy steel are purchased 
from stock, the customer can hardly afford to run ex- 
pensive analysis and heat treatment tests on the differ 
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Ryerson pre-tests each heat 
and advises the buyer on its 


heat-treating characteristics 


ent bars as they are received. ‘Therefore, the only solu 
tion is to furnish him with alloy steel that has already 
been analyzed and tested before he gets it. 

To accomplish the desired result, two fundamental 
problems had to be overcome 

The first was to secure standard alloy steels for stock 
which conformed to an analysis range closer than that 
specified in the S.A.E. ranges, and which were closely 
controlled in general hardening characteristics such as 
inherent grain size, et 

The second problem, after having secured such steel, 
was to develop a method of informing each customer of 
the complete analysis and heat treatment characteris 
tics of each bar shipped to him. 

The first problem was solved by writing specifica 
tions for all their alloy steels on a much closer chemical 
analysis basis than the standard S.A.E. specifications 
and including in these specifications other factors gov 
erning the heat treatment responsiveness of each type of 
steel. Arrangements were made to watch heats and se 
lect only those that came within this restricted range 
The heat is then identified by letter symbols and later 
rolled into bars, bearing the same letters 

Identification letters are stamped on the ends of each 
bar. In the case of small bars, the bundles are tagged. 
Heat treating tests are made standard samples 
from each heat. 

All bars produced from a heat carry the identifying 
letters assigned to that heat, so the only problem re 
maining was to transfer the accumulated information 
about the steel to the customer who buys the bars from 
Ryerson stock. It would not seem difficult to give the 
customer this information, but from a practical stand 
point, it presented many problems not the least of which 
was that the information must be given 


to the customer 
before he uses the steel. 

In order to condense the information regarding these 
special heats, Ryerson devised two types of charts, one 
for carburizing steels (case hardening) and the other for 
steels of higher hardening characteristics which are heat 
treated by quenching. These charts in the case of the 
carburizing steels give the heat analysis identifying 
letters, McQuaid Ehn grain size, cleanliness rating, and 
also the results of a carburizing test of a standard sam- 


ple. This shows the hardness of the case, the effective 
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depth of the case and the physical characteristics of the 
core. In the case of the quenching steel, the analysis, 
identifying letters, McQuaid Ehn grain size and clean- 
liness rating is shown, together with a chart showing 
curves representing tensile strength, yield point, elonga- 
tion, reduction of area, Brinell hardness, etc, as devel- 
oped by test specimens quenched at a suit .le tempera- 
ture for the analysis and drawn to various tempera 
tures. This information is delivered immediately to 
the customer so that it is received before the steel is sub 
jected to heat treatment. The heat treater then has 
complete information on the particular steel with which 
he is dealing, as well as a record for his file as to the com 
position of the steel used in every job which has gone 
through his shop. 

Ryerson naturally could not offer this plan to indus 
try until they had accumulated sufficient stocks of these 
accurately controlled steels to be able to give prompt 
shipment on practically any size and analysis which is 
demanded, and of course, the accumulation of such 
stock was quite a problem. During the several years 
of preparation necessary to such a plan, the Ryerson 
company has carefully tested the method by working 
closely with selected companies and checking results. 
Through the cooperation of these companies the plan 
has been thoroughly studied and it has been proved that 
it results in much more economical heat treatment for 
several good reasons. 

In the first place, the heat treatment of a steel is usu 
ally done in compliance with instructions from a Design 
ing or Engineering Department, and certain degrees of 


hardness or strength are called for. In order to secure 


Specimen data sheets (at right) for case carburizing 
steels and for the higher alloys that are hardened by 
quenching. Such sheets are made up for every heat that 
is placed in stock, and the bars are clearly identified by 
heat symbol letters stamped on the end, as shown below 
The data sheets, sent to the customer, give him informa- 
tion concerning the shipment on which he can predicate 
heat treatment results without making preliminary tests 
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these definite results, the heat treater, if he is worki 
with a more or less unknown steel, may have to repea 
his heat treating operation, or he may consider it mor 
desirable to run preliminary tests. When this is do 
expense and time are involved, and frequently the 
lays are a serious handicap to the Production Depa: 
ment. Under the new plan, this preliminary testing 
unnecessary because tests have already been made 
the heat and the results have been placed in the ha 
of the Heat Treating Department. 

The plan as outlined simplifies the Heat Treating | 
partment’s problem because they know exactly w! 
material they have to work with, and also have been 
formed ahead of time as to how it will respond to ly 
treatment. The Purchasing Department's problem 
made easier because it will not receive reports from 
Heat Treating Department to the effect that the 
was either more or less responsive than previous 
The Production Department is helped because they 
not delayed by the Heat Treating Department, as t! 
often are in the case of steel which does not resp 
properly to the first attempts, and therefore, had t 
treated a second time. 
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This information is given for the guidance of our customers in determining the best heat 
treatment for this steel, but it will not be accepted as a basis for rejection of material nor ¢ 
lishment of claims. Do not neglect to consider effect of mass on the result 
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THE MARKET PLACE 


A quick review of the market 





COAL 


T) ITUMINOUS COAL PRODUCTION, which 
B was sharply up in the closing week 
of July to a rate of 7,700,000 tons, was 
back to 7,335,000 tons for the first 
week of August. Operations expanded 
steadily throughout the month, reach- 
ing 7,950,000 tons in the final week, 
for a four-week average of 7,650,000. 
Stocks in the hands of industrial users 
declined nearly 18% during the second 
quarter, but are substantially higher 
than a year ago. Dealers’ stocks were 
down 22!/,% in the same period 


COPPER 


ORLD COPPER PRODUCTION de- 
W creased by about 3'/.% in July, 
while world stocks of refined copper 
were up 12,670 tons, or 4%, to 313,115 
tons. U. S. stocks gained 6,721 tons 
in the month to 117,741. World blister 
stocks declined 2,997 tons, but U. S 
blister stocks increased 5,958 tons. 
This is the third successive month of 
net increases. At current rates of 
delivery world stocks represent about 
two months’ supplies, and the statis- 
tical position is considered generally 
favorable. 


COTTON 


rYNHE COTTON CROP ESTIMATE of the 
i ascoueien of Agriculture, issued 
on August 9th, indicated a crop of 
15,593,000 bales, nearly half a million 
above general trade expectations. 
Favorable weather conditions during 
the month indicated an even greater 
yield per acre, and independent esti- 
mates before September Ist were as 
high as 16,457,000 bales, which would 
be the third highest on record, ex- 
ceeded only by the 17,978,000 bales of 
1926 and the 17,097,000 bales of 1931. 
Abandonment of crops has been small, 
amounting to less than 1'/:% since 
July 1st. Stocks of raw cotton at mills 
were seasonally lower, but are sub- 
stantially higher than a year ago, by 
nearly 40%. 
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noting major developments in 


supply, demand and prices of 


selected basic commodities 


NDUSTRIAL CONSUMPTION HAS RUN 
I appreciably ahead of 1936 for the 
first eight months, but the advance 
since July lst has been of moderate 
proportions. There is little incentive to 
widen inventories at the present time. 
Demand is generally slow, the greatest 
interest being for slack. 





YOPPER PURCHASES WERE HEAVY 

A in the first ten days of August, 
but very dull in the balance of the 
month, reaching a total of 69,225 tons 
for the month. This was nearly 7,000 
tons above July’s total. 83% of 
August sales, however, specified de- 
livery in November and beyond 





S qe CONSUMPTION OF COTTON 
l is running below 1936 levels as 
both coarse and fine cloth mills are 
curtailing operations as a means of 
avoiding inventory losses and arrest- 
ing the decline in cloth values. Mill 
activity is expected to average below 
1936 rate, over the balance of the year 
The demand for spring wash goods is 
about four weeks later than usual. 
Fall job work is in small volume and 
there is no immediate indication of a 
fall revival in the good markets. 


Market 


( YOAL PRICES WERE NOMINALLY un 

A changed during August, and there 
is little likelihood of a change prior to 
the promulgation of prices by the 
Bituminous Coal Commission, sched- 
uled for October 1st. Presumably this 
will involve a general advance and 
with a considerable curtailment of long- 
term contract privileges under which 
about 60% of all coal has heretofore 
been purchased 


be DOMESTIC PRICE OF COPPER 
was firm at 14 cents throughout 
August. Producers were sensibly cool 
toward suggestions of an advance 
during the early buying wave, and by 
the end of the month conditions had 
changed to the point that any prospect 
of change would be in a downward di 
rection. Foreign quotations dropped 
sharply from 14.80 to 13.75, thus 
eliminating one powerful source of 
pressure. Copperscrapadvancedearly 
in the month to 123/,, but was down to 
12'/, by September Ist. There is 
normally a differential of 11/, cents 
between this quotation and the ele 

trolytic price 


AW COTTON PRICES, already in a 
R slump at the opening of August, 
dropped sharply on the crop report, and 
went down to 9.31 cents by the end of 
the month. Cloth prices were also in 
1 broad decline, with print cloths 
down from 61!/, to 51/2, cents per 
yard, sheeting down from 7 to 57/s, 
combed lawn down from 87/; to 71/2 
The crop loan plan of the CCC failed 
to stem the decline or to curtail hedge 
selling. It provides for loans on tender 
able grades only, at 73/, to 9 cents per 
pound, the highest rate being on 7/;- 
inch staple, middling or better. The 
loans carry 4% interest and mature on 
July 31, 1938. Subsidy payments of 3 
cents per pound are available up to 65% 
of base production. 
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Supply 


IRON and STEEL 


YTEEL PRODUCTION DIPPED during 
August from 85.5 at the beginning 
to a low point of 83.2 at mid-month, 
subsequently recovering to 84.1. A 
part of this decline is seasonal, but this 
factor is less pronouneed than had been 
anticipated and the record of the sum- 
mer months is more favorable than for 
seven years past. Observers are now 
of the opinion that the low point of 
operations for 1937 will come toward 
the end of September. Sustained pro- 
duction and shipments have been 
largely at the expense of the backlog 
of orders, which has been further re- 
duced, so that deliveries are much 
more prompt today than at any time 
this year, a fact which in itself may con- 
tribute to a closer buying policy. 


LUMBER 


UTPUT OF LUMBER STOOD at 80% of 
Ovne 1929 weekly average for the 
first part of August, and dropped to 
77% for the second half. Shipments 
sagged from 69% to67%. The month’s 
record was a slight improvement over 
July. Both production and shipments 
were in greater volume than new busi- 
ness, and gross stocks are now greater 
than at the corresponding period of 
1936. Recurrence of labor troubles on 
the West Coast may tend to lower 
operations in the coming weeks. 


NAVAL STORES 


ECEIPTS OF ROSIN THUS far in the 
R crop season have been slightly 
below last year, but with sales duller, 
stocks are increasing more rapidly than 
in 1936. Total stocks are not up to 
last year’s level, however. 


PAPER 


APER PRODUCTION CONTRACTED fur- 
we during August, this being the 
fourth successive month of declining 
operations. Current rates forthe indus- 
try as a whole are estimated as about 
91/,% below the exceptionally high rates 
of the first quarter of 1937, not an 
abnormal contraction for the season 
though it has been unevenly distrib- 
uted. Paperboard operations are 
among the most favorable spots in the 
industry, having recovered from the 
July recession to approximately the 
June level. Canadian newsprint pro- 
duction is at practical capacity, 14.6% 
ahead of 1936, with the months of 
heaviest consumption still ahead and a 
possible shortage in sight. 
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Demand 


EW ORDERS WERE SOMEWHAT dis- 
N appointing and ran behind both 
production and shipments. Tin plate 
manufacture is the most active using 
field, running at 100%. Heavy items 
are holding up exceptionally well, with 
structural steel and reinforcing bars 
in good volume and the railroad buying 
season now imminent. Automotive 
buying deferred. Pig 
iron demand has improved consider- 
ably, with exports an important factor. 


is somewhat 





wa 


UMBER BUYING HAS BEEN very dull, 
L and in August, for the first time in 
1937, unfilled orders on mill books fell 
below the 1936 level. Uncertainty of 
the building program was a disturbing 
factor, while furniture trade at retail 
has been most disappointing. The 
expansion in residential building earlier 
in the year, plus increased incomes, 
provide a large potential demand for 
furniture, but it has not yet material- 
ized. 


OMESTIC DEMAND HAS BEEN FAIR, 
Dine routine in nature. Exports, 
particularly of rosin, have been well 
sustained. 





EMAND HAS BEEN SEASONALLY light 

but sufficient to absorb a consider- 
able portion of the rather large stocks 
which have been accumulating. The 
outlook is for active consumption dur- 
ing the fall months, which will be 
promptly reflected in production sched- 
ules. 


Market 


FPNHERE WERE SEVERAL PRICE adjust 
Cask both increases 
ductions, in the steel list during Augu 
The general market tone was distin 
firm. Steel floor plates were reduc« 
$6 per ton and jobbing prices general! 
were a little easier than the mill sch 
ule. Roofing terne plates are up 
cents per package. At the close of 
month high speed tool steel streng 
ened by 10 to 13 cents a pound, duc 
high tungsten prices and the embar 
on shipments of this metal from Chi 
The scrap market went to a new p 
of $22 at mid-month but eased in 
closing weeks, with further reductio 
not unlikely. Pig iron 
steady. 


and 


price S 


" UMBER PRICES CONTINUED to work 


downward in August. 
pine went from 24.79 to a new low fo 


Souther: 


the year at 22.38, and recovered only 


about half of that loss. The quotatio 
at the end of the month was 23.64 
net loss of 1.15 for the month, and 19' 


below the April peak. Hardwood 


were off slightly more than 3% during 


the month. 


OSIN PRICES FLUCTUATED moderately 
during August, B grade ranging 
from 8.75 to 9.10, but there was no net 
change for the month, which started 


and ended at 9.05. Turpentine hel 


at 37-371/. for the greater part of th: 


month, but broke to 36 cents in t! 
closing week. 


FP XHE PAPER LIST IS UNCHANGED al 

firmly held. Current demand do 
not justify any immediate advanc 
though costs are relatively high and a1 
rising. Among paper materials, shir 


| 


cuttings and roofing rags were off in 
August, while bagging was slightly up 


ae 


and the entire list of flat waste wa 
advanced !/, cent a pound 
stitchless, magazine 
flat book, and ledger. 
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Supply 


PETROLEUM 


neering OF CRUDE OIL went to 
new high records in August, when 
the statistics for operations in the third 
week revealed a daily average flow of 
3,729,350 barrels, and a further increase 
to 3,731,450 barrels in the following 
week, This volume represents more 
than a 23% increase over the corres 
ponding figures for 1936. Stocks of 
finished and unfinished gasoline de 

clined during the month to a figure of 
about 67 million barrels on September 
1. Fuel oil stocks gained sharply, and 
were up to 112 million barrels 


RUBBER 


—— OF CRUDE RUBBER in this 
kJ country showed another decrease 
in July, and were down to 164,445 tons 
at the end of the month, as compared 
with 169,646 tons a month earlier, and 
235,850 tons a year ago. It is pointed 
out, however, that 75,779 long tons 
afloat, consigned to American ports, 
were approximately 20,000 tons heav- 
ier than at the end of June and 15,000 
tons heavier than a year ago. Gross 
imports of crude rubber for the month 
amounted to 39,108 long tons, 20% 
off from the June figures, but 9% ahead 
of July, 1936. Every indication now 
points toa continuation of production 
control in 1938 


TIN 


| RODUCTION FIGURES FOR the first 
half year showed world output of 
92,303 tons, 11% ahead of 1936, but 
some 2,560 tons under consumption, 
which increased nearly 19% for the 
same period. August deliveries to the 
United States were 7,580 tons, and the 
world’s visible supply increased 265 
tons in August, contrary to earlier 
predictions, to a total of 21,019 tons 
The carryover at Straits Settlements 
declined 278 tons to 3,332 tons, and 
rose 383 tons in Holland to 1,665 tons 
Straits deliveries to all countries dur 
ing August amounted to 8,525 tons 


ZINC 


i es STATISTICAL POSITION of zinc 
continued very tight for nearby re- 
quirements. Production is being gradu 
ally expanded, but some difficulty has 
been experienced through lack of water 
power for refinery operations. Pro 
ducers are still reluctant to accept for 
ward business in any volume, and sub 
stantial supplies are now coming in 
from Canada, Poland and Belgium over 
the 1*/, cent tariff 
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Demand Market 
( YONSUMPTION OF PETROLEUM PROD i bse PETROLEUM PRICE LIST was firm 
A ucts continued in good volume, and nominally unchanged during 


and buying interest was keen. De \ugust, with some shading in the re 
mand is now beginning to show the sea tail trade. On September 1, however, 


sonal shift from motor fuels to fuel oil i drastic cut in Pennsylvania crude was 


and considerable contract business has nnounced, ranging from 22 to 27 cents 
been closed on the latter classification per barrel. Fuel oil was also sharply 
There is indication, however, that many reduced. Another cost factor that 
consumers are deferring actual com has commanded much attention is the 
mitments in the expectation of a mor: revision of tanker freight rates from 


I 


favorable spot market when cold Gulf ports, which have recently been 


f 


weather is closer at hand. from 60 cents per barrel to about 35 


nts, with some charters reported as 
low as 33 cents The effects of this re 
uction are not yet apparent in 
orthern markets. 





R' BBER QUOTATIONS HELD fraction 
ally above 18 cents during Au- 


gust Chey were fairly steady in light 
trading for the first half of the month, 


reaching a high point of 18.72, but 


ipo USE OF RUBBER by American 
Y manufacturers amounted to 43,460 


lropped appreciably on the release of 


; ‘emule ioe. see me 

tons, a drop of 15.7% from June, and the disappointing July statistics, and 
Q 507. ee : a2Rn The seasonal . P ° = z 

9.5% under July, 1936. The seasonal the liquidation of September contracts 
recession was not unexpected, but so in the closing days further depressed 


drastic a cut was not anticipated, about the market to 18.25, which was !/, cent 
10% being considered a more normal 
figure. This was the first month since 
March, 1936, to show consumption un 
der 45,000 tons . 


under the year’s previous low. The 
month closed at 18 , a net loss of 


cent for the month. 


ken BUYING WAS RELATIVELY light 
and consumption was on a nar 


rower scale, reflecting sales of fabri — S WERE FAIRLY WELL Sus 
cated products below the expected vol tained over the month. Opening at 
ume. There was some good purchas 8*/, cents, quotations went up sharply 
ing on market recessions, but little in to 60%/s during the first week of Au 
centive appeared for heavy commit gust \ recession then set in, carry 
ments at the prevailing levels ng the price down a full cent over the 


two weeks, and then more sharply 


downward to 58!/. at the end of the 


ionth, showing a net decline of '/, cent 


igus 





epee ARE STRONG. The July 
advance of '/,; cent was followed 


yy another similar rise in early August, 


— IS BRISK. Galvanizers aré and 7 cents is accepted as the pres 
well covered, but other consum nt level \ large proportion of cur 
ers not so amply, and contracts for the rent sales are being made on an aver 
balance of the year would be welcom: ige price basis, the buyer agreeing to 
Two weeks of unusually heavy sal pay for his metal a figure equivalent to 
brought unfilled orders sharply up to the average price for the month during 
a total of more than 100,000 tons which delivery is made 
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INTERNATIONAL 
SILVER COMPANY 


A simple purchasing organization 
that maintains high quality stand- 
ards in serving fourteen plants 


NTERNATIONAL SILVER COmM- 
I PANY, with headquarters at Meri- 
den, Conn., “The Silver City,” is 
an outgrowth of an art and industry 
that has been traditional for more 
than a century in that section of the 
country, where Connecticut Yan- 
kees began making hollow-ware 
and flatware of pewter and coin 
silver years before the _ electro- 
plating process was perfected, open- 
ing the way for wider distribution 
and large scale production. One 
of the company’s famous trade- 
marked lines proudly testifies to 
ninety years of prestige in its well 
known brand name, ‘‘1847 Rogers 
Brothers.’ Only last month, of- 
ficials had the unique privilege of 
presenting a medal to one employee 
with a record of seventy years con- 
tinuous service with International 
and one of its predecessor companies 
—Simpson, Hall, Miller & Com- 
pany. And this veteran, still an 
active department head at 83, had 
learned his trade from his father, 
who preceded him in that position. 

Such incidents are indicative of 
the historical background of this 
progressive organization, which has 
consolidated the business of several 
such sound old enterprises into a 
single large and unified whole, 
bringing to the industry the benefits 
of centralized administration, ad- 
vanced technical research and mod- 
ern merchandising, while still per- 
petuating the individuality and 
craftsmanship that were character- 
istic of the component companies. 
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The operations are now largely 
concentrated in the adjoining cities 
of Meriden and Wallingford. In 
the former city are located the 
general offices, the sales institute, 
laboratory, rolling mill, and six 
factories. Wallingford has three 
factories, including the largest pro- 
duction units. is also a 
plant at Waterbury, fourteen miles 
away, and cutlery plants at Nor- 
wich, Conn., Northampton, 
Mass. Two Canadian plants, lo- 
cated at Hamilton and Niagara 
Falls, Ont., complete the operating 
organization. Branch sales _ of- 
fices are maintained in New York, 
Chicago, San Francisco, and Los 
Angeles, and an export sales depart- 
ment at New York. 

The company’s products include 
three nationally advertised lines of 
plated ware—1847 Rogers Brothers, 
William Rogers & Son, and Holmes 
& Edwards Inlaid; also complete 
special services in wide variety for 
the hotel and steamship trade; In- 
ternational English re- 
productions, pewter, and trophies. 
A subsidiary company, Manning, 
Bowman & Co., manufactures 
household electrical appliances and 
giftware. 


There 


and 


Sterling; 


Organization 


Among the administrative func- 
tions that have centralized 
under the present organization is 
the purchasing department. Ex- 
cept for the two Canadian plants, 
which are virtually independent in 


been 


BUYS 





NO. 3 


in a series of case studies 
outlining the actual organiza- 
tion and procedure in repre- 
sentative purchasing depart- 
ments. 








their operation, the procurement 
all materials is 
purchasing office at Meriden. Thi 
includes the major item of metal 


—-silver, steel, copper, nickel, spel 


ter, tin, and gold. It includes al 
large quantities of operating supplic 


such as polishing buffs, polishing 


compounds and grains, and acid: 


It includes coal, lubricants, wiping 
waste, lamps, and maintenance sup 
plies for the extensive plant system 
It includes packaging materials o! 


all kinds, from the elaborate di 
play cases and gift chests to ca 
loads of thin veneer for the pac! 
ing cases that carry the product t 
distant destinations. 
fleet of eighty 
mobiles. The sole exception is a 
vertising literature and catalog 
Some years ago the purchasing di 
partment was urged to take ov 


salesmen’'s aut 


handled by th 





It includes a 


such requirements after they had 


reached the production stage, 
the final decision was to leave th 
job completely in the hands of t! 
advertising department. 

The purchasing agent repor' 
directly to the executive vice pres 
dent of the company. His c« 
tact with the various plants 
through the factory managers, w! 
have well organized supply depart 
ments under their supervision sin 


material stores are separately main 


tained at each branch. 
the large number of 
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plants, th 








geographical concentration is such 
that personal contact and supervi- 
sion can be quickly and easily main- 
tained in practically all cases. It 
happens that the two most distant 
factories are both engaged in the 
manufacture of cutlery, where steel 
and abrasives make up the bulk of 
stocks and requirements are gener- 
ally simpler than in the silver work- 
ing plants. 

The purchasing office staff in- 
cludes the purchasing agent, an as- 
sistant, and five other employees 
who divide the work generally as 
follows: one looking after pack- 
aging and sales promotion supplies, 
one checking orders and in charge 
of expediting deliveries (known as 
“hurrying” in this department), one 
checking invoices, one writing or- 
ders, and one engaged in general 
stenographic duties. 

The importance and regard which 
is attached to the purchasing func- 
tion is indicated by the fact that 
about nine years ago C. R. Gardinor 
advanced from the purchasing 
agent’s desk to the presidency of 
the company, a post which he held 
up to the time of his recent death. 


Personnel 


Max R. Sternberg, Purchasing 
Agent, has been with the company 





























partment. Subsequently he was 
transferred to the purchasing de- 
partment, where he became assis- 
tant to Mr. J. H. Kelsey in the days 
when orders were still inscribed in 
longhand, with an indelible pencil. 
He succeeded to the office of pur- 
chasing agent when Mr. Gardinor 
became president. <A close student 
of metal markets, he has piloted 
the company successfully through 
the bewildering gyrations of recent 
years in this field. He is an active 
member of the Connecticut Pur- 
chasing Agents Association, and 
has done much to promote his 
particular hobby in purchasing 
research and quality specification. 

R. B. Bingham, assistant, has 
also had long experience with the 
company, coming into purchasing 
from statistical work in the auditing 
department. 


Policies 


In its relations to vendors’ sales- 
men, the purchasing department 
observes the policy of the open door. 
Visitors are passed from the infor 
mation desk in the lobby to the 
purchasing office without the slight- 
est formality, and they are assured 
of a prompt and courteous inter- 












































view with ample opportunity to tell 
their story. 

Purchase of many materials is 
made on annual contract. In so far 
as possible, these contracts specify 
a regular schedule of deliveries, ad- 
justed to estimated monthly re- 
quirements at the various plants on 
the basis of past experience, but 
subject to change of shipping in- 
structions if operations are speeded 
Withdrawals 
of material against these contracts 


up or slowed down. 


are made only through the purchas- 
ing department, so that a thorough 
all times. 


control is exercised at 


There is no central storeroom. 
Each factory maintains its own 
separate stores of materials and 


supplies, and deliveries are made 
individual 
inventory 


direct to the factories. 
The and the 
quantity of stores on hand are the 
responsibility of the respective fac- 


records 


tory managers, with the assistance 
of their stores department foremen. 
A physical inventory at all plants 
is taken year. It is the 
function of the purchasing depart 
ment to coordinate requirements of 
the plants. The 
shows which items are common to 


once a 


commodity file 


two or more of the factories, so that 
quantities on requisition may be 


increased or combined whenever 




























































































thirty-five years. Following his practicable to gain any quantity 
graduation from the Huntsinger ee buying advantage. When market 
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the accumulation of supplies in ad- 
vance or working to a closer basis 
than usual, the purchasing agent’s 
judgment is the deciding factor. 
In the case of exceptionally large 
commitments beyond the orders in 
sight, this is naturally discussed 
with managing executives of the 
company. There is no speculation 
in commodity markets. The pur- 
chasing office also serves as a clear- 
ing house for the transfer of surplus 
or obsolete stocks of material that 
may be applied advantageously to 
the requirements of some other 
factory in the organization. 


Specifications 


Major items of purchase are held 
to strict specification. These speci- 
fications are built up through the 
close cooperation of purchasing, 
engineering and laboratory depart- 
ments. It is perhaps characteristic 
of acompany manufacturing quality 
products that there should be a 
special appreciation of quality ma- 
terials throughout the operating 
process. There is a particular rea- 
son for this in the case of die steels, 
where time and expert work amount- 
ing to considerable sums might be 
lost through a failure or hidden fault 
in the steel. Similarly the stain- 
less steels used for cutlery purposes 
must be of proven quality to insure 
proper behavior in processing and 
treating and to guard against un- 
satisfactory service which would 
entail losses in customer confidence 
and good will far greater than the 
actual loss of material. 

Consequently such orders require 
that sample bars shall be sent to the 
laboratory along with the heat 
analysis and a copy of the invoice 
for purposes of identification, and 
exhaustive tests are made before 
the material is accepted or permitted 
to go into production. In the 
event of an unsatisfactory delivery, 
the rejection and all negotiations 
regarding the transaction are handled 
by the purchasing department. 

There has been one other inciden- 
tal advantage accruing through the 
specification policy, and that is in 
the matter of handling reciprocal 
trade relations. Since no deviation 
from quality standards is permitted, 
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Ne 50413 


CLARE © SMITH OF HARTFORD, INC. BO. 1016 


REQUISITION ON PURCHASING AGENT 


INTERNATIONAL SILVER COMPANY 
MERIDEN, CONN. 


Jate, —_122 





Please furnish the Materials and Supplies as described below: 


Factory 





QUANTITY 


DESCRIPTION 

























































































Amount in Stock _ 





ITEMS MARKED X ARE REQUIRED IMMEDIATELY 





Amount on Order 





Amount Required for Orders 


Signed ___ Supe. 











The requisition gives a complete picture of the stock situation 


all prospective suppliers are placed 
on an equitable competitive basis. 
It has frequently occurred that 
those who seek reciprocal business 
are unable to comply with the 
stated requirement, and in such 
cases the answer is obvious, with no 
cause for personal aggrievement. 
If they can comply, they are en- 
titled to consideration as another 
potential source of supply. 


Procedure 


The purchase procedure is sim- 
plicity itself. The department is 
geared to satisfy the requirements of 
the plants promptly and efficiently, 
and to provide a steady flow of 
materials to t’1e operating divisions. 
Every essential basic record is 
maintained, so that the necessary 
information on any point can be 
quickly and accurately determined. 
But no embellishments have been 
permitted to creep in and add to the 


clerical burden, and there is a con 

plete lack of duplication. It is a 
a result of this policy that the pu 

chasing function for this truly 
large organization can be handled 
by a staff of moderate size, working 
at an even pace, and the work pr 

ceeds regularly and methodically 
at all times. 

The contract procedure has al 
ready been noted. Small miscel 
laneous supply purchases of a loca! 
nature are left to the discretion 
the factory manager, but the amount 
involved in 
negligible. 

For standard requirement 
whether covered by contract or { 
individual purchase, each factory 
has a supply of requisition forn 
numbered consecutively, 
iently padded, and providing 
duplicate carbon copy for the fa: 
tory record. This requisition d 
tails the material required, 


such transactions 


Conve 


with 
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supplementary information as_ to 
the amount in stock and on order, 
and the amount required for orders 
in hand. There is no special form 
for rush items, but an “X’’ mark 
opposite the item serves the purpose 
of indicating an emergency need 
and commands immediate atten- 
tion and effort on the part of the 
purchasing agent. The complete 
data thus provided with each 
requisition permits the purchasing 
department to determine the proper 
quantities and to consider the 
possibility of combining the require- 
ment with supplies for other plants 
using the same item. If necessary, 
a quick check-up with the stores 
departments at other plants will 
complete the picture. 


If the item is one on which com 
petitive bids should be secured be 
fore issuing the order, this is done 
by sending out letters requesting 
the quotation. There is no special 
form for this purpose. When the 
vendor has been determined, his 
name is noted on the requisition 
along with the quantity ordered, 
and this information in the numeri 
cally arranged requisition file pro 
vides an index to the order file it 
self. 

The purchase order is a three 
part form. It is numbered, as is 
sued, to correspond with the number 
on the requisition. If two or more 
purchase orders, issued to different 
vendors, are needed to fill the re 
quirement, they are assigned the 
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PURCHASING DEPARTMENT 


INTERNATIONAL SILVER COMPANY 


Gamera! Offices, MERIDEN, CONN. 


Please enter our order for the following, subject to the conditions below: 


Ship to INTERNATIONAL SILVER CO, FACTORY 


— 














INVOICES and PACKAGE must be plainly marked with above ORDER NUMBER and FACTORY | 
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The purchase order form is a working document that provides the basic record 
of the transaction 
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same number but with a dash and 
numerical suffix, as for example: 
No. 50413-1, No. 50413-2, etc. 

The original copy (white) is sent 
to the vendor. It requests an 
acknowledgment of the order and 
a delivery promise, and invoice to 
be rendered in duplicate. It also 
specifies that the shipment must be 
marked with the order number and 
factory letter, so that the transac- 
tion may be identified at every 
point with the same numerical ref 
erence. 

A duplicate copy (blue) is re- 
tained by the purchasing depart- 
ment, and a third copy (pink) goes 
to the factory as notice that the 
order has been issued and as a 
means of checking the receipt of 
material. These office copies have 
a printed form at the bottom of the 
sheet for entering the date of ac- 
knowledgment, follow-up, delivery 
promise, and billing; also the in- 
voice price, quantity shipped, and 
balance due on order. Thus the 
whole story of the purchase is com- 
plete on one working sheet. 

The blue copies are filed alphabeti- 
cally by vendors’ names, in a series 
of snap binders. This plan pro- 
vides a complete file of outstanding 
orders, convenient to handle for 
purposes of entry and reference. 
When the order is completed, it 
can be removed from the binder 
without disturbing any of the others, 
and it is transferred to a permanent 
file, also arranged alphabetically 
by vendors, with a separate folder 
for each vendor. From this file, 
the amount of business done with 
any supplier over a period of time 
can be readily determined, as well 
as any other reference to the 
business relationship and the com- 
pany’s experience with the supplier. 

When the delivery is made to the 
factory, a merchandise receipt slip 
is filled out and sent to the dis- 
bursing department, where it is 
reconciled with the invoice and the 
latter is passed for payment. The 
purchasing department checks the 
invoices only as to prices, terms 
and discounts, and delivery charges. 

The purchase record is kept in a 
card file, housed in a large open-top 
file table with sliding work board. 
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This file is arranged alphabetically 
by commodity items, each item 
being assigned a separate card. 
There are between 20,000 and 25,- 
000 such cards constantly in use. 
Besides this, there are some items 
such as paper boxes, small electrical 
parts, and the like, where similar 
items are regularly purchased in a 
variety of sizes, etc. The record 
on such items has been placed in a 
visible index system in a series of 
desk binders, so that the related 
items are grouped together for 
quick comparison. 

The purchase record is on 5 x 8 
cards. The heading shows the 
article by name and description, 
and there is space for entering each 
order, with the dealer’s name, the 
quantity, terms, and delivery speci- 
fied on the order. To the right, 
eight parallel columns are provided 
for entering the date and price as 
invoices are received. The purpose 
of these parallel columns is for 
noting the various factories to which 
deliveries are made, a plant letter 
symbol being entered at the head 
of the column. If a certain item 
is used in three or four plants, this 
is shown by the use of three or four 
columns as the case may be, each 
headed by the appropriate letter. 
The record therefore shows the 
distribution of each purchased item 
throughout the entire organization, 
and indicates which of the plants 
have the requirement in common. 
The advantages of having this in- 
formation in purchasing are obvious. 

A contract file, catalog file and 
specification file are also maintained 
in this department. Beyond this, 
there is no record routine. 


Disposal of Materials 


An important responsibility of 
the purchasing department is the 
disposal of obsolete and used equip- 
ment, surplus, scrap and waste 
materials. In addition to the nor- 
mal accumulation of such stocks, 
as are common to every manu- 
facturing operation, the matter as- 
sumes particular importance in an 
industry dealing largely in the less 
common metals, where losses may 
be great through the lack of care 
and foresight and, conversely, the 
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recovery of value may mount quick- 
ly to similarly large proportions if 
properly handled. 

The first step has been to insist 
on careful separation of scrap, both 
as to classification by recognized 
grades, and especially by 
segregating the various metals so 
far as possible. 
exceedingly difficult to handle in 
reclamation 
ample, when tin and spelter are 
mingled, one of the two may have 
to be sacrificed in order to recover 


more 
Some mixtures are 


processes. For ex- 


the other, but if the two can be 
kept separate there is a substantial 
value to be realized from both. 

Beyond this, an interesting and 
effective system has been devised 
for the disposal of metal waste ‘‘on 
valuation.” It is natural, and gen- 
erally recognized that the sale of 
metal scrap on visual inspection 
and bid through ordinary dealer 
channels is hardly a scientific proc- 
ess, and that the dealer is bound to 
allow himself some margin of safety 
That method 
may be permissible on ordinary 
iron and steel scrap, but it is likely 
to prove expensive in handling the 
more valuable metals. 

Consequently such material is 
now shipped to a smelter. This 
can often be arranged as a return 
load following truck deliveries from 
smelters in Philadelphia, New 
Jersey and intermediate points. 
The material is there assayed for 
its metal content, and a certificate 
of the assay is sent to the purchasing 
agent for his approval before the 
sale is completed on the basis of 
these findings. Some buffings have 
assayed as high as 45°) copper, and 
the realization is naturally much 
greater under this procedure than 
would be possible with ordinary 
scrap bids. Over a period of years, 
very reliable connections have been 
developed for these transactions. 
It is always possible, of course, to 
split shipments of any given lot, 
so that the assays may be com- 
pared, as was done when this plan 
was first inaugurated. 


in making his bid. 


New Materials 


Probably the greatest service 
rendered by the purchasing de- 






































M. R. STERNBERG 
Purchasing Agent 


partment, however, has been as the 
information center regarding 
materials which may be used 
advantage somewhere in the 
ganization. This is a 
responsibility, though curiously) 
enough there has been a genera! 
reluctance, both within and ou 
side of purchasing circles, to 
cede it. It is the buyer’s busines 
to know about materials—not only 
to know where they may be pro 
cured, when called for on a requi 
tion, but to know what material 
are available, what are their chai 
acteristic qualities, how they 

be treated, and where they can b: 
applied. Furthermore, there is 
one in the organization so strategi 
cally situated for obtaining thi 
information through intimate first 
hand knowledge of manufacturing 
requirements and wide 
with supplier organizations. 


natura 


contacts 
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The commodity file indicates whether an item is common to 
two or more of the plants 


At the International Silver Com- 
pany this responsibility has been 
taken very seriously. The pur- 
chasing department is alert for new 
ideas, and makes constant and 
liberal use of the company’s labo- 
ratory facilities to determine the 
facts about materials in use or 
contemplated for use. In an article 
in The Purchasing Agent for April, 
1932, Mr. Sternberg pointed out 
that laboratory tests provide a re- 
liable, factual basis for placing 
suppliers on the approved list, for 
establishing and revising standard 
specifications for materials, for ac- 
ceptance of deliveries, for improve- 
ment of operating practice, for fixing 
departmental responsibility, and for 
trying out new ideas. Whenever 
there is trouble of any kind with 
purchased materials, the complaint 
is first made to the purchasing de- 
partment and the matter is traced 
back to the real source of the trouble 
which may lie with the supplier, 
with the material itself, or with the 
method of use. Thus a bad case 
of tarnished deliveries was traced 
to sulphides in the paper box ma- 
terial and glue, which condition has 
since been ruled out under the 
specification and acceptance test. 
A roughened surface on cutlery 
steel was found to be no fault of 
the material or supplier, but due to 
improper fuel combustion during 
the forging operations. The con- 
sistent observance of this fact- 
finding policy has greatly enhanced 
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the value and the efficiency of 


purchasing. In the aforementioned 
article, it was aptly summed up in 
the statement, “We know very 
definitely what we are doing, and 
why.” 

An important case in point was 
the adoption of the new stainless 
steels for fine cutlery in recent 
years. The idea was perhaps ob- 
vious, but the early trials were dis- 
couraging as one technical dif- 
ficulty after another was encoun- 
tered. It was necessary to find a 
steel that would hold a mirror 
finish, that could be worked in the 
plant, that would be hard but not 
brittle, that would hold a cutting 
edge. The persistence of the pur- 
chasing department, along with 
the technical laboratory, in finding 
a material of the properties re- 
quired, was a large factor in finally 
establishing the practicability of 
this application. It was not al- 
together a matter of analysis and 
treating. One factor that was dis- 
covered by putting test blades out 
for use in local meat markets, was 
the necessity of a longer bevel in- 
stead of the chisel edge of the origi- 
nal design. The latest contribution 
of the purchasing department in 
this instance is the adoption of a 
special type abrasive sharpener in 
place of the steel which had tradi- 
tionally been furnished with carv- 
ing sets. 

It is commonplace in every pur- 
chasing department to be called on 





to locate a source for some unusual 
item. The purchasing department 
at International has had its full 
share of such problems. A sales- 
man who has seen a new type handle 
or an attractive glass accessory 
suggests that something similar 
might be incorporated in the line. 
On several occasions, analyses, 
drawings or photostats have been 
broadcast by the purchasing agent 
in the search for such items, and 
the answer is as likely to come from 
England or Czechoslovakia as from 
some nearby manufacturer. 

More important, however, are 
the suggestions for which there is no 
precedent. Many of these originate 
in the purchasing department. Ap- 
prised of some new method or 
material, the question is immedi- 
ately raised whether it has any 
pertinent application in the com- 
pany’s own operations, and fre- 
quently it seems worth while to 
investigate. Sometimes that in- 
vestigation is made by the depart- 
ment itself, sometimes turned over 
to the research laboratory or en- 
gineering department when technical 
considerations are involved. In 
many cases the investigation may 
reach a dead end. But the chance 
is always present that it may result 
in a better or more attractive prod- 
uct, more efficient or more economi- 
cal operation. 


Housing Needs 


A periodical poll conducted by the 
Mortgage Bankers Association, cov- 
ering conditions in 41 states, indi- 
cates that whatever shortage of 
housing exists in this country today 
lies principally in single-family dwell- 
ings. 74% of the replies show a de- 
mand for this type of construction, 
whereas all but 36% show adequate 
accomodations in the large apart- 
ment field, and all but 33% show a 
sufficiency of two- and three-family 
buildings. 

This applies to new or additional 
construction only. The outlook for 
the building trades would also in- 
clude a substantial demand for im- 
provement and modernization of 
existing buildings, as this phase still 
shows some deferred demand. 
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Governmental Purchasing 


HAT INTEREST DO WE as indus- 

trial buyers have in central- 
ized public purchasing? Why 
should we spend our good money 
for a program of education along 
this line? Well, in the first place our 
firms are the largest taxpayers in 
the community and are footing 
higher bills where the spoils system 
in governmental buying exists. In 
the second place, if public pur- 
chases in any locality are made 
from political henchmen, it is im- 
possible for our firms to obtain any 
of this business unless we happen to 
be on the particular bandwagon that 
is playing the tunes at the moment. 
Moreover, even if we are on the 
bandwagon, the business will prove 
to be unprofitable because of the 
many demands from ‘“‘headquar- 
ters’’ for subscriptions and donations 
required for the building of political 
fences. 

Our National Association recog- 
nizes the tremendous annual loss to 
the taxpayer due to the mishan- 
dling of governmental purchases, 
and when it is realized that the pur- 
chases of states, counties and munici- 
palities amount to hundreds of 
millions of dollars annually, the im- 
portance of expending these funds 
in a businesslike and economical 
way can be realized. 

Notwithstanding the very ob- 
vious savings to be effected through 
a modern and efficient non-political 
public purchasing department, as 
demonstrated by more than 200 large 
cities and counties throughout the 
country, there are still thousands of 
American cities and counties in ex- 
cess of 10,000 population which 
have taken no steps in this direction. 
In many cases, it is true, the lack of 
interest in this system is due to 
ignorance of the good to be derived 
therefrom, but in the majority of 
cases it is due to stubbornness and 
unwillingness on the part of political 
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J. W. NICHOLSON 


Purchasing Agent 
City of Milwaukee 


groups in the saddle to relinquish 
the right to reward the faithful with 
political pap. This type of favorit- 
ism is the stumbling block which so 
frequently prevents the expenditure 
of tax derived funds on a strictly 
business basis. 

While the National Association of 
Purchasing Agents Committee on 
Centralized Public Purchasing, 
headed by Walter N. Kirkman, 
Baltimore, Maryland, sows the seed 
and assists in the promulgation and 
dissemination of efficient buying 
doctrines, yet the weight of influ- 
ence and pressure must be exerted 
by the rank and file of the citizenry 
of each locality where public pur- 
chasing is not conducted in the 
proper manner. Walter Kirkman’s 
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REMEMBER THE NAME 


BOLTS, NUTS, SCREWS OR RIVETS 


committee has issued three par 

phletson public purchasing as fol! 

1. Centralized Purchasing—A 
try at the Tax Exit Gate. 

2. Purchasing Laws for St 
Counties and Municipalitic 

3. The Organization and Adn 
tration of a Governmental | 
chasing Office. 

A fourth pamphlet on county | 
chasing is now being prepared 
These pamphlets are distributed 
Mr. Kirkman free, upon request 
all who have a genuine interest 
the improvement of the status 
public purchasing. The Nati 
Association Executive Committ 
at its convention in Pittsbu 
again stressed the value of its 
ernmental purchasing promot 


The bolts that assure 
you complete satisfac 
tion. 


Every single bolt in 
every shipment 
whether it be box or 
catload, is clean, ac- 
curate, uniforn and 


well finished. 
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CA L L ON 


COLUMBIA 


TO FILL 


YOUR OWN 
REQUIREMENTS! 





COLUMBIA ts 
preemtinently 
gualified to 
analyze all types 
of ribbon and 


carbon problems. 


Tf you are in- 
terested in ob- 
taining better re- 
sults, in cutting 
costs, 
you can call on 
COLUMBIA 
without obli- 
gation. 


COLUMBIA 


RIBBON & CARBON 


MANUFACTURING CO., Inc. 
Main Office and Factory 
Glen Cove, L. I., New York 


BRANCHES 
New York, Chicago. Philadelphia, Pittsburgh, 
Cincinnati, Nashville, New Orleans, 
Kansas City, Milwaukee, 





Minneapolis 
—also— 
LONDON, MILAN, SYDNEY, 
ENGLAND ITALY AUSTRALIA 
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or both, 


work and needs your active support, 
in its further development. 

Mr. Kirkman’s committee is mo- 
bile and flexible. Upon request of a 
local association, citizens’ committee 
or any other group desiring to im- 
prove public purchasing methods, 
Mr. Kirkman organizes a local com- 
mittee headed by the district chair- 
man of his committee and through 
the latter, facts, figures and advice 
are supplied. The National Asso- 
ciation at times has sent experts 
into the field to assist local com- 
mittees. 

This National committee has pro- 
gressed very definitely in spite of 
the many disheartening failures, 
such as, for example, the failure of 
the Ohio legislature to place the bill 
to organize county purchasing de- 
partments upon the calendar and 
scores of other instances where al- 
though apparently very favorable 
consideration was given to bills of 
this kind, yet they have failed of 
passage for reasons which are un- 
sound and selfish, and often based 
on ignorance of the true facts. Not- 
withstanding these many stoppages 
of progress, this pioneering work 
has gone forward somewhat in the 
manner of the frog, which, in at- 
tempting to get out of the well, hops 
three feet upward and slides back 
two. 

Many other organizations have 
cooperated in the improvement of 
public purchasing methods. Among 
these are the following: Interna- 
tional City Managers’ Association, 
Municipal Finance Officers’ Asso- 
ciation, American Municipal Asso- 
ciation, United States Conference of 
Mayors, and many of the thirty-six 
State Leagues of Municipalities. 

In gang ridden cities, practically 
every activity, police, fire, public 
works, health and purchasing, even 
down to the least important service, 
is controlled for the purposes and in- 
terestsof the master minds who exert 
their “‘influence’’ at the polls and 
undermine local governments. Asa 
result every service from the collec- 
tion of garbage and ashes to the 
vaccination of your children costs 
two to three times as much as it 
should. These extra costs mount 
higher year by year while a tremen- 


dous increase in the number of per- 
sons on the payroll takes place and 
tends to make the political machine 
invulnerable. The machine grows 
like an octopus and spreads its ten- 
tacles over the entire city and 
county controlling its every activ- 
ity, even the official actions of the 
district attorney's office and the 
courts. 

One overburdened taxpayer of one 
of these cities said to me recently, 
‘It is impossible for anyone to ob- 
tain a position with our local gov- 
ernment or any service by applying 
at the City Hall. The jobs are 
dealt out by party leaders, who 
control all municipal activities. If 
we want any service, we must go to 
them.”’ 

What a situation in this enlight- 
ened day and age! This taxpayer 
asked me what could be done about 
it. My reply was that the people of 
this city were experiencing the kind 
of government which their lack of 
interest and feeling of responsibility 
in local affairs had led them into, 
and that the rank and file of citi- 
zenry must bestir themselves vigor- 
ously in order to effect any refoms. 

Our citizens will have the kind of 
government which they consistently 
and persistently demand and fight 
for. The cooperation of the most 
influential newspapers assists ma 
terially in keeping public officials on 
the right path. But if the leading 
citizens of the community move 
into the suburbs and leave the vot- 
ing in the hands of transients and 
others who have no sense of munici- 
pal responsibilities and who are 
easily swayed by trite phrases and 
arguments so often and aptly used 
by aspiring politicians, such as re- 
duction of taxes, better service, etc., 
etc., local government is bound to 
deteriorate. 

Many hopeful candidates for pub 
lic office, mouthing catch phrases 
without the vestige of sincerity 
about them, usually know abso- 
lutely nothing about the work of 
conducting city business. City 
business is divided into legislative, 
administrative and judicial branches. 
The main difficulty with many of 
our local governmental units is that 

Continued on page 46 
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HHERE’S A BAROMETER within a 

barometer which logically should 
have some consideration in survey- 
ing the principal business barom- 
eters. The first article of this ser- 
ies was on steel production as a bell- 
wether of business generally. The 
iron and steel scrap markets are 
considered as a barometer of what 
the steel industry will do. When 
an aviator is forced to abandon 
ship, jumps over the side in his 
webbed harness and pulls the rip 
cord, a small pilot parachute opens 
first, followed by the main ‘chute. 

The scrap iron and steel market 
may be considered as the pilot 
‘chute, whose action is followed 
later by the main parachute. Thus, 
when iron and steel scrap prices 
start rising it is presumed that 
steel production will increase, and 
vice versa. Charts have shown that 
the two developments follow in 
natural sequence at least 75% of 
the time. 

It is known that many a stock and 
investment house keeps carefully 
posted on the trend of scrap, such 
inquiries coming to the steel trade 
journals, business newspapers and 
Institute of Scrap Iron and Steel. 
Many times reviews of business con- 
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ditions and prognostications carry 
references to the iron and steel scrap 
market. A few months ago The An- 
nalist published an interesting article 
on Scrap as a Barometer, written by 
the managing editor of the Jron Age, 
himself a specialist on scrap. 

Scrap is a good barometer be- 
cause it is a free and open market, 
with prices fluctuating more often 
and widely than in any other iron 
or steel commodity. Big steel com- 
panies do not own scrap yards, but 
they do possess coal mines and 
iron mines as a rule. Hence scrap 
must be bought in the open market 
and is subject to almost the full 
play of economic forces. 

When the steel makers see the 
need of increasing production they 
start accumulating raw materials 
such as scrap, and prices naturally 
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rise. Such an action is obviou 
However, there are many inte! 
esting developments that do 
appear on the surface and whic! 
the average business man, wh: 
would be well posted on market: 
probably does not realize. 

A constant battle of wits tak« 
place between the big scrap deale1 
and the steel maker, the dealer’s 
only customer. The dealer, 
course, tries to anticipate cond 
tions. When he believes steel pri 
duction must be increased, and eve 
before the steel mills start buying 
he starts raising the asking prices 
for his waste material. In fa 
market prices may have advanced 
$1 per ton before the mill ha 
bought a pound. 

Again, scrap dealers may ha\ 
signed contracts to deliver thou 
sands of tons to some foreign cou! 
try at an agreed price. The larg 
and powerful dealers immediatel) 
begin to exert depressive tactics o 
the market, creating the impres 
sion of overabundance and poor 
demand, thus to lower their buyin: 
prices from the small scrap deale: 
and enabling them to cover at co! 
siderably under the prices at whic! 
they agreed to sell abroad. 


PAGE 3: 








Plating 
at a 
PROFIT 






VEN corrosion of the anodes used, uni- 

form deposit, good color that requires 

no unnecessary “fixing up"’ in the finishing— 

these are qualities of pure, scientifically cast 

anodes that aid greatly in getting a job out 
promptly at a profit. 


To attain such conditions with satisfying 
regularity, many platers standardize on 
Seymour Nickel Anodes. These anodes 
are of virgin nickel, poured under pyro- 
metric control and rigid laboratory inspec- 
tion. Because of this, they corrode evenly 
until exhausted, yielding uniform deposit 
Glad to send you the 
Seymour Anode Book containing many facts 
about anodes and plating. 


of good color. 


No charge or 
obligation. 


THE SEYMOUR MFG. CO., 


55 Franklin St., Seymour, Conn. 


SEYMOUR 
NICKEL ANODES 
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Such manipulative tactics, of 
course, tend to hurt scrap as a 
barometer, though such artificial 
influences are, of course, short-lived 
and cannot buck the true eco- 
nomic trend over a long period of 
time. Moreover it takes a skilled 
scrap market observer to gauge 
the true market. Thus in the 
spring of this year heavy melting 
steel was climbing rapidly at Pitts- 
burgh, finally reaching the gener- 
ally recognized quotation of $25 per 
ton, the highest in several years. 
During this rapid rise of the market, 
news dispatches from Pittsburgh 
were frequent on the price of scrap, 
but actually the prices quoted were 
invariably about $1 per ton under 
the real market. 

The reporters were getting their 
news from the Pittsburgh dealers 
who were desperately trying to cover 
by purchases from the 
dealers and collectors. The mills 
were meanwhile paying $1 per ton 


smaller 


more than prices reported and the 
mill prices were the true and ac 
tual prices since the mills were the 
realconsumers. Trends were shown 
well enough by the series of errone 
but actual 
were invariably about $1 per ton 
higher, as was told by 


ous reports, markets 
neutral 
observers who sat in at the actual 
transactions. 

Despite manipulation and specu- 
lators’ tactics, steel scrap becomes 
a better indicator each year because 
of better ethics of the scrap and 
steel industry. This has been largely 
through the efforts of the Institute 
of Scrap Iron and Steel, in exis- 
tence about ten years. 
days a steel company, finding the 
scrap market sagging, yet with car- 
loads of scrap just arriving at plants, 
paid for at higher than existing 
markets, would ruthlessly cancel 
contracts and reject the scrap on 
some flimsy technicality that qual- 
ity was not up to specifications. 
The unfortunate dealer then sold 
the scrap in distress and panic for 
the best price it would bring. 

Neutral observers, sitting in at 
the opening of bids, as mentioned 
above, tend to make scrap dealings 
more fair and above-board. In the 
unregulated days of the past the 


In former 


scrap dealer was to be truly pitied 
and little blame can be attached 
for his questionable tactics at times. 

Despised as a lowly junk man, 
the big steel makers were ever in- 
clined to take advantage of him. 
But scrap has itself become big 
business and through organization 
and enlightenment has been able 
to take care of itself. Our steel 
scrap business really started only 
a generation ago, with its origina- 
tors immigrants arriving penniless. 
Their sons have since gone to college 
and are carrying on the business. 

There are some dozen important 
steel scrap centers in the United 
States but Pittsburgh is the main 
one, with heavy melting steel the 
chief description and basis grade. 
Usually Pittsburgh prices influence 
those in other districts, but trends 
in all centers are not always the 
same, though over a month’s period 
coincide in trends. 

Financial pages of all the leading 
changes in 


newspapers mention 


price, particularly the past year 


when a world wide shortage of 
waste ferrous material has devel- 
oped. The leading steel trade jour- 
nals carry regularly composite prices 
of scrap, or prices of leading descrip- 
tions and at leading centers aver- 
aged into one figure, which com- 
posites are compared with a week, 
month and year ago. 
mary of steel prices, listing no more 
than a half dozen items, scrap would 
be one of them, along with pig iron, 
billets, carbon steel bars, galva- 
nized sheets, and probably hot-rolled 
strips. 


In any sum- 


In 1937, steel scrap is a barom- 
eter which is much in the lime- 
light. Many of our legislators at 
Washington have introduced bills 
for a ban or limitation against scrap 
exports. One flowery congressman 
has pictured American scrap sent 
abroad, coming home in the form 
of bullets in the bodies of our sons. 
Popular magazines have carried 
many articles on the search for scrap. 
Thefts of manhole covers and ser- 
viceable automobiles have been 
made for their scrap value. Scrap 
exports in May were over 630,000 
tons, one of the largest tonnages 
for a month on record. 
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PASTE & MUCILAGE 


Write for samples of our inexpensive desk 
jars, and get our low prices on ADHESIVES 
before you buy elsewhere. 

We have been supplying institutions, gov- 
ernment departments and large business 
organizations for more than 50 years. 


Address Package Dept. 


THE ARABOL MFG.CO. 
110 EAST 42nd ST. NEW YORK 

















NON-STICK 
An Entirely New and 
Different Pen and 


Pencil 


CARBON PAPER 


Will not stick, “‘tack’’, smudge nor 
blue. Outstanding advantages: 
Greater Wear... Clearer impressions 
..- Deeper, more brilliant colors... 
Blue and Purple. 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Main Office and Factory: Glen Cove, L. I., N. Y. 








UNDERWOOD ELLIOTT FISHER 
SPEEDS THE WORLD'S BUSINESS 


e 
TYPEWRITERS 
Standard, Noiseless 
and Portable Models 


| ACCOUNTING MACHINES 


A Model for every 
accounting need 


| ADDING MACHINES 


| 10-Key Adding-Figur- 
ing Machines 
SUPPLIES 


High Quality Ribbons 
and Carbon 

* 
| UNDERWOOD ELLIOTT FISHER CO. 
| One Park Avenue New York, N. Y. 


Sales and Service Everywhere 


Par ers 


WORLD'S LARGEST MANUFACTURER OF TYPEWRITERS 








A Great Market* 


Approximately 8,000 of the country's largest 
buyers of office supplies and equipment will 
read this page every month. 

Write for advertising rates, circulation data, etc. 
* Accessible only through PURCHAS.- 
ING. 














PHOTO-OFFSET PROCESS 


is the most versatile form of printing. It eliminates cuts 
and typesetting. Anything can be reproduced: Testi- 
monials, pictorial advertising literature, dealer helps, 
office and factory forms, etc. 300 copies (size 8% x 
11”) $2.50. Additional hundred copies only 25¢. 
Any size furnished. Even lower prices on quantity 
orders. Send for samples. 


LAUREL PROCESS, 480 Canal St., N. Y. 





The advantages of 
EYE-EASE RECORDS 


@ Clearly and definitely proven in a 
new booklet entitled - - “Smiling 


Eyes’. Let us send you a free 
copy. 


@ Write 
us for 
your 


COPY 





NATIONAL 
BLANK BOOK CO. 


HOLYOKE, MASSACHUSETTS 





PERMEX WRITING FLUID 
Permanent, Free-flowing, Economical 
CRAYONS for Every Industrial Use 

INK — PASTE — MUCILAGE 


The American Crayon Company 
Sandusky, Ohio New York City 





THE GENERAL MANIFOLD 
& PRINTING COMPANY 


Franklin, Penna. 
Specialists in the Manufacture of— 
Carbonized flap pay envelopes 
Social Security Payroll Voucher Forms 
Recording Beam Scale Tickets 


Ready-for-use Duplicating forms of 
all kinds 


Typewriter, Pencil & Hectograph Car- 
bon Papers 


Teletype Paper Rolls 
““EVERTHING THAT'S CARBONIZED" 








See Advertisement in this issue—Page 39 
Write for catalog 
THE FEDERBUSH COMPANY, INC. 
91 Seventh Avenue, New York 








SPEED-MO «re GUARANTEED TO OUTWEAR 
FIVE OF ANY OTHER PAD ON THE MARKET 
Adopted after exhaustive tests by General Elects 
Westinghouse, and hundreds of other prominent 
cerns. Let us show youa BIG SAVING on 
stamp ped requirements. Send size for 60 day t 


RIVET-O MFG. CO. 


9 Maurice St. Orange, Mass 





ARE WE ON YOUR 
LIST OF SUPPLIERS 
for 
Loose-Leaf 
BINDERS 
INDEXES 
and FORMS? 


Send for Complete Catalog 


THE C. E. SHEPPARD CO. 
4401 21st Street 
Long Island City, N. Y. 


p> t a> 
Cesee 
Quipmt> 


MILLER LINE CARBON vhs 


Made in a complete variety of oats 
finishes, in all standard colors, and si 


MILLER LINE INKED RIBBONS 


Made regularly in all standard colors and stand 
color combinations, record or copying, in sev 
grees of inkings. 


MILLER LINE STENCIL INKS 


Made for Rotary Duplicating Machines—open dr 
closed drum, fountain feed, portable 


MILLER-BRYANT-PIERCE Co. 
AURORA, ILLINOIS 


Direct Branch Service Everywhere 








" ROYAL °* 
WORLD'S NO. 1 
TYPEWRITER 





Phone the Royal Typewriter Company, Inc.- 

or the local representative—in your city for 

a demonstration. Giveitthe DESK TEST. 
It costs nothing, proves everything 




















If —you were going to have 


AN OPERATION 





you would naturally depend 
upon the advice and skill of an 
expert surgeon .. . one with a 
reputation and in whom you 
have confidence. . . . That’s good 
judgment. . . . It’s good judg- 
ment, too, when meeting a dup- 
licating printed form problem, 
or are in need of either carbon- 
backed, or interleaved printed 
forms, to consider an organiza- 
tion which has specialized in 
this class of printing for over 
thirty years and lists among its 
customers many of the largest 
concerns in the country. 


MANUFACTURERS of car- 
bonized papers of all classes, in- 
cluding the KleanKarboN Line 
of typewriter and pencil car- 
bons, Hectograph carbon papers 
for the gelatine and spirit type 
duplicating machines and tele- 
type rolls. Our descriptive 


booklet of MULTIPLEX 
PAPERS (containing samples of 
coated paper stocks) will be 
mailed you upon request; we 
invite your inquiries. 





THE GENERAL MANIFOLD 
AND 


PRINTING COMPANY 


Main Office and Factory 
FRANKLIN, PA. 
District Offices 








Boston New York Philadelphia 
Pittsburgh Detroit Chicago 
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PERSONALITIES 
in the NEWS 


T. EVERETT REYNOLDs has been 
appointed purchasing agent for Piel 
Brothers Brewery, Brooklyn, N. Y 
Mr. Reynolds was formerly specifi 
cation writer and contract purchas 
ing agent for New York City. 

IRA J. STINSON has 
pointed purchasing agent for the 
Rubber Co., 
Pa., succeeding Harry H 
SALMON, who retired on August Ist 


been ap 
Pennsylvania Jean 
nette, 


after 32 years of service with the 
company. Mr. Salmon has spent a 
lifetime in the rubber industry. 
He started with the B. F. Goodrich 
Co. in Akron as a boy, and was pur 
chasing agent for the Diamond 
Rubber Co. 


Pennsylvania organization in 1905 


before joining the 


B. H. BovucHer, Purchasing 
Agent for the 22 State institutions 
under the direction of the Ohio 
State Welfare Department, ad- 
dressed the Lions Club of Urbana, 
Ohio, recently on the work of his 
department. 


CLtyDE R. Simpson has _ been 
named city purchasing agent at 
Corpus Christi, Texas, succeeding 
JERRY D’UNGER. 
been active in the insurance busi- 
ness in that city. 


Mr. Simpson has 


E. H. HuGHEs has been appointed 
purchasing agent of the Kansas City 
Southern Railway, with headquar 
ters at Kansas City, Mo. He suc- 
ceeds B. B. BRAIN, who is retiring 
after 33 years of service with the 
road, including 17 years as head of 
the purchasing department. Mr. 
Hughes has served in the stores de 
partment of the company since 1911 
and has been general storekeeper 
since 1920. 


R. V. SHIRK has resigned as pur- 
chasing agent for the Oklahoma 
Steel Castings Co., Tulsa, to join the 
purchasing staff of the Frick-Reid 
Supply Co. of the same city. 


FRANK 1). BRYANT, Division Pur 
chasing Agent of the Standard Oil 
Co. of California, San Francisco, ad 
dressed the first summer conference 
tor junior business executives, in 
augurated this year by the Graduate 
School of Business, Stanford Uni 
versity. Mr. Bryant's topic was, 
“Current Trends in Purchasing.” 


R. D. Lone, Purchasing Agent of 
the Chicago, Burlington & Quincy 
R.R., has been appointed general 
purchasing agent of the Colorado & 
Southern, the Fort Worth & Denver 
City, and Wichita Valley railways 
in addition to his former duties. 


ARTHUR G. Woopb, Purchasing 
Agent and Auditor for Roanoke 
County, has been elected Com- 


mander of American Legion Post 
No. 19, Salem, Virginia. 


JoHN H. Husss, for many years 
purchasing agent for the United Gas 
Improvement Co., Philadelphia, has 
been appointed vice president of that 
organization. 


R. D. CoLey has been appointed 
to the newly created office of pur- 
chasing agent for the San Antonio, 
Mr. Coley 
is experienced in school administra- 
tion and also in business, and for a 
time handled the local purchases of 
Swift & Co., as branch manager at 


Texas, Public Schools. 


San Antonio. 


JouN W. GREEN of New Rochelle, 
N. Y., vice president of the West- 
Lighting Co., has _ been 
appointed purchasing agent for that 
and for the Yonkers 
Electric Light & Power Co., suc- 
ceeding the late Epwin NortTH. 
Mr. Green has been with the com- 
pany for 37 years, and became a 
vice president in 1933. He was 
the first president of the Mt. 
Vernon, N. Y., Lions Club and 
deputy district governor of that 
organization. 


chester 


company 
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BuRTON N. Sisco, former pur-| 
chasing agent for the State of Ver- | 
mont, has acquired the store and 
business of Anderson J. Ives at| 
Brandon, Vt. | 


IRVING Lapp has joined the pur- 
chasing staff of the Deleo Appliance 
Division, General Motors Corp., at 
Rochester, N. Y. 


C. A. LARSON has beei appointed 
senior buyer for Jewel Food Stores, 
a division of Jewel Tea Co., operat- | 
ing a food chain in the Chicago 
territory. 


Obituary 


CHARLES H. HIRSCHING, 47, for 
the past 25 years purchasing agent 
for the American Shipbuilding Co., 
Cleveland, died of a heart attack at 
his home in Lakewood, Ohio, August 
oth. 


NORMAN M. Horcukiss, 61, Pur- 
chasing Agent for Union County, 
N. J., died of a heart attack at his 
summer home, Old Forge, N. Y., 
August 11th. 


EDWIN North, 61, for the past 
eleven years purchasing agent and 
assistant secretary for the West- 
chester Lighting Co., Mt. Vernon, 
N. Y., died of a heart attack August 
l4th, at his summer home at 
Babylon, Long Island. 


A. Roy Knepp, 54, Assistant Pur- 
chasing Agent of the Post Products | 
Division of General Foods Corp., | 
died at a Battle Creek (Mich.) hos- 
pital, August 25th. He had been in 
poor health for several months. Mr. | 
Knepp was associated with the Post 
organization, at Battle Creek and 
Windsor, Ontario, for 31 years, and 
had been assistant purchasing agent 
since 1921. 


Approximately 7,500 tons of less- 
than-carload freight were handled 
through the union inland freight | 
station at the Port of New York. 
Authority Building during August, 
surpassing all previous records for, 
this service. 
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Great sales possibilities 
HINDE & DAUCH shipping |! 
for advertising the contents in 
and merchandising them at point 
‘ 

These skillfully designed boxes 
unusual effects. Outstanding « 
tract the eye, create favorable att 


increase sales. It’s an important jo! 


a shipping box. 
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~HINDE , DAUCH Corrugated Shipping Boxes 


THE HINDE & DAUCH PAPER COMPANY 
340 DECATUR ST., SANDUSKY, OHIO 
G Send me your FREE book,“Modern Shipping Boxes 
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F. @. B. 


(Filosofy of Buying) 


W: SUSPECT THAT Leslie F. Robbins, Purchas- 
ing Agent for the University of Colorado, at 
Boulder, has been recently exposed to a particularly 
aggravating barrage of sales pressure, for which the 
ammunition has been furnished by his esteemed col- 
leagues in purchasing, in the form of testimonials. 
Out of that somewhat painful experience has come one 
bright result, for he sends the following advice to pur- 
chasing men, via F. O. B.: 


TESTIMONIALS—A CATECHISM 


Q. Which salesman gets the order? 

A. The salesman who can exhibit the largest number 
of “‘unsolicited’’ testimonials. 

Q. What should a salesman do if he suspects a competitor 
has a larger portfolio of testimonials than he? 


A. Go away somewhere and die. 

Q. What should a user do when he gets a piece of goods a 
little better than that which he has been using? 

A. Write a glowing testimonial. 

Q. What should a buyer do when he gets mad at a sales- 
man? 

A. Write a testimonial for the salesman’s competitor. 

Q. What should a buyer do if he reads a testimonial 
about a product which he does not like? 

A. Write a more superlative testimonial about the 
product he does like. 

Q. What should a buyer do if he reads a testimonial 
written by another buyer he does not like? 

A. Write a testimonial in favor of a competing item. 

Q. Why should you write a testimonial? 

A. The palpitating world is waiting to hear the as- 
tounding truth you have just discovered about 
Hokum belt dressing. 

Q. Why should you read testimonials? 


A. The testimonial writer has completely tested all 
available makes of belt dressing and knows be- 
yond a peradventure of a doubt which is best 
for you under all conditions, for all time to come 
and at any price, and is willing to say so over his 
signature. 

Q. What does the testimonial writer do after he has 
changed his mind and doesn’t like Hokum belt 
dressing any more? 

A. He looks sheepish, just like the salesman who has 
gone over to work for his previous competitor. 


Curious Cuthbert, who understands that movie 
stars, pugilists, socialites, and sundry athletes 
whose concept of amateurism is not simon-pure, 
have found a highly profitable side line in signing 
testimonials, wonders whether purchasing men 
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are not missing a good bet when they fail to en- 
gage in that pleasant literary field. 


UT THE OLD LINE BUYER says the most im- 
portant detail about a testimonial is the date, and 
that anything over a week old should be thoroughly 
discounted, human affections being the fickle quantity 
they are. Better still, as in the case of other exuberant 
protestations of undying admiration, he suggests that 
they be given only verbally, and without witnesses. 
There’s nothing more embarrassing than to have an old 
flame suddenly revealed long after it has been reduced 
to cold ashes. 


HE BOARD OF POLICE Commissioners at St. 

Louis have this summer established the require- 
ment of competitive bidding on supplies for the depart- 
ment, and Frank B. Coleman, Purchaser, is reported 
by the Star-Times as being rather puzzled at the out- 
come. A requisition for 104 tires and 108 inner tubes 
elicited five separate bids, alike in every detail. The 
bakers of the city were unanimous in their estimate of 
the cost of bread at $0.01 per ounce. Then, by another 
strange coincidence, the several sealed quotations on 
600,000 gallons of gasoline turned out to be identical. 
Mr. Coleman believes in getting competition, but is 
beginning to wonder, ‘‘What’s the use?” 


P.A’s Mother Goose 


Peter, Peter, metal buyer, 
Thought that tin was going higher, 
Put a carload in the bin, 

Crasho! went the price of tin. 


The height of optimism—the one-call sales artist who 
expects to land your order on the first try. 

The height of courtesy—the vendor who acknowledges 
with thanks your cancellation of the 10th inst. 

The height of consideration—the correspondent who 
takes the trouble to get your initials right. 

The height of cooperation—the salesman who figures out 
just what and how much you need, and has the order 
all written up, ready for your signature. 

The height of chumminess—the caller who manages to 
read all letters and memos on your desk. 

The height of generosity—a microscopic sample, too 
small for use, sent on memorandum invoice. 
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Among the 
Associations 


Canadian Convention 


The 13th Convention and Industrial Products Ex- 
hibit of Canadian Purchasing Agents Associations will 
be held at the Royal York Hotel, Toronto, on Friday 
and Saturday, September 24 and 25. Sponsored by 
the Canadian Council, representing the associations in 
District 5 of N.A.P.A., the convention sessions are open 
to all purchasing men registered for the meeting, regard- 
less of whether they are affiliated with the association, 
and a large attendance is anticipated. 

The list of convention speakers gives assurance of a 
practical and profitable program. George P. Brockway 
and George A. Renard, President and Secretary of the 
National Association of Purchasing Agents, will be on 
hand. Julian Davies of N. Slater, Ltd., and R. L. 
Wright of J. J. Gibbons, Ltd., experienced contributors 
to many a previous purchasing meeting, are also sched- 
uled to address the convention. Other headliners in- 
clude H. N. McGill of McGill Commodity Service, 
“Business Outlook and Commodity Market Situation’’ ; 
Harvey Spang of Frankel Brothers, ‘Preparation and 
Classification of Non-Ferrous Metals’; F. J. Arthurs 
of Larkin Company, “‘Common Sense in Purchasing”’ ; 
and A. R. Haskell of the Better Business Bureau, ‘‘Con- 
trolling Fraudulent Stock Issues and Misleading Adver- 
tising.”’ 

The business sessions and products exhibit are to be 
supplemented with an excellent program of entertain- 
ment and golf. 


AUGUST 7 
Erie, Penna.—Annual clambake of the Erie Associa- 


tion, at The Willows. Baseball, rifle shooting, and 
other sports. 


AUGUST 9 


New Orleans—Monthly dinner meeting of the 
New Orleans Association, at the Jung Hotel. 


AUGUST 10 


Detroit—Golf tournament of the Detroit Associa- 
tion, at the Tam O’Shanter Country Club. 


AUGUST 12 


Philadelphia—Golf outing of the Philadelphia As- 
sociation, at the Coatesville Country Club. The 
group was entertained at luncheon by the Lukens 
Steel Co., and dinner was served at the Clubhouse. 


Seattle—Annual golf tourney of the Washington 
Association, at the Sand Point Golf & Country Club, 
with representatives from Olympia, Tacoma, Everett 
and Seattle competing. Carl C. Mueller was in 


SEPTEMBER 1937 
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Send for test 
samples, specify 
width, gauge, 
temper and 
finish desired. 


O THE definite advantage of 
Thomastrip users, the consistently 
high and uniform quality of Thomas 
specialized production is plused by 
close personal attention to individual 
customers’ requirements and prob- 
lems. There is no loss of time, no 
confusion in obtaining quick answers, 
prompt effective action. Thomas cen- 
tralization of management, sales and 
operating activities at the mill, 
eliminates delays — assures co- 
ordination that speeds service. What- 
ever your cold strip needs may be, 
chances are that you will benefit by a 
Thomastrip specification. We invite 
the opportunity to prove it. 


C 
S 


Electro ZINC COATED 
Electro COPPER COATED 
Electro NICKEL COATED 
Electr BRASS COATED 


BRIGHT FINISH UNCOATED 


THE THOMAS STEEL CO. Warren, 0. 


Producers of. Cold Rolled Strip Steel 


Specialized 
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charge of the arrangements. The tourney was fol- 
lowed by a dinner at the clubhouse 


AUGUST 13 
Kansas City—Annual picnic of the Kansas City 


Association, at the Hillcrest Country Club. Golf and 
cards in the afternoon; dinner dance; prize drawings. 


AUGUST 19 
Chicago—Plant visit by the Chicago Association, 
at the Abbott Laboratories, North Chicago, manu- 
facturers of sedatives, anesthetics, antiseptics and 
nutritional products, and at the Illinois Title Co., 
Waukegan, an outstanding example of modern office 
construction, lighting, 
ment. 


Flora. 


air conditioning, and equip 
The afternoon was spent at golf, at Glen 


San Francisco—First meeting of the new associa 
tion year, of the Northern California Association, 
at the Commercial Club. The meeting was desig- 
“Ralph Jacobson Night” in tribute to the 
Frank H. 


nated as 
retiring administration. Guest speaker: 


Beckmann, world traveler. 
of the 


Lakewood Country 
George Stolpman was in charge of the arrange- 


Cleveland—Golf tournament and dinner 
Cleveland Association, at the 
Club. 


ments. 
ALGUST 22 
New Orleans—Annual outing of the New Orleans 
Association, at the picnic grounds of the Godchaux 
Sugar Co., Reserve. George Gabler was chairman of 
the committee in charge. 
AUGUST 24 
Oakland— Meeting of the East Bay Group, North- 
ern California Association, at the Lake Merritt Hotel. 


Vice Frank R. Sherwood presided, and 
plans for the new association year were discussed. 


President 


ALGUST 26 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Speaker: 
John Thompson, foreign editor of the San Francisco 
News, ‘‘With Roosevelt in South America’’. 


AUGUST 28 


Tulsa—Dinner dance of the Tulsa Association, at 
the Indian Hills Country Club. 


It was reported at the September meeting of the 
American Chemical Society that forty-two million gal- 
lons of motor fuel will be made from natural gas in 1937, 
by the process of catalytic conversion of hydrocarbons, 
and that the present coal supply gives assurance of 
motor fuels for 24,000 years through known chemical 
methods. 
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The Hide Situation 


HE TOTAL VISIBLE stocks of hides declined in 
‘ped to 15,143,000 hides, the lowest figure in three 
years. Surplus stocks resulting from cattle slaughter | 
during the 1934 and 1935 drouth have been virtually 
wiped out. Two years ago, the heavy supply held by 
the government’s Commodity Credit Corporation was 
the dominating statistical factor. That stock, which 
once amounted to about 5! /.million hides and threatened 
a panic in the industry until a very gradual release pro- 
gram was instituted, is now estimated at less than 
150,000—only a few days’ supply. The stocks of certi- 
fied hides in warehouses licensed by the exchange amount 
to slightly above 840,000. 

Domestic consumption of leather for the first seven 
months of 1937 amounted to 14,316,000 equivalent hides, 
up 13.6% from 1936. Total movement into sight of all 
hides during the same period this year was 12,233,000, 
down 1.6% from 1936 and 13.8% short of consumption. 

Both movement into sight and consumption were 
down in July. The former figure is estimated at 
1,625,000 hides, which is 70,000 less than in June, and 
220,000 less than in July a year ago. Consumption for 
the month was 1,868,000, the lowest since June, 1936. 
This, however, is not characteristic of the longer trend, 
as indicated in the cumulative totals for the year to 
date, as noted in the preceding paragraph. 

The importance of the import situation under these 
circumstances is stressed in a recent talk by Milton 
Katzenberg, first president of the Hide Exchange and 
highly regarded in the trade because of his long experi- 
ence and intimate knowledge of the market. At pres- 
ent we import approximately 10°7 of our hides. 
Among the countries from which this supply is drawn, 
the Argentine ranks first in importance. If consump- 
tion should increase by 10%, which is not an unreason- 
able supposition, the additional supply would also have 
to be obtained from foreign sources, but such a develop- 
ment would actually represent an increase of 100°% in 
our pressure on world markets rather than the nominal 
increase of 10%. 

This would unquestionably have an important bear- 
ing on prices. For hides, throughout the world, are a 
by-product of the meat and packing industry, and an 
increase in demand for hides has no effect whatever on 
the production of additional supplies. It can only re- 
sult in a very competitive buying situation, with resul- 
tant increases in price. In view of the present close 
position of domestic stocks and expanding use, the trend 
of U. S. consumption is therefore a highly important 
factor in world prices. 

Currently, trading is relatively light, and in the ab- 
sence of actual volume transactions the quotations are 
considered to be of a nominal nature. Packer hides are 
now at 17'/2 cents per pound, which is the highest level 
of the year, but not particularly firm at that figure. 
Futures are irregular within a narrow range. The 1927 
1929 average for light native cows was 17.1 cents, and 
for heavy native steers, 19 cents. 
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@ Catering to the unfailing human charac- 
teristic of enjoying life to the fullest, hotels, 
resorts and travel bureaus must sell their 
services sight unseen. So, it’s only natural 
for executives of such concerns to specify 
Howard Bond, THE WORLD'S WHITEST 
BOND PAPER, for their literature and 
letterheads to worthily express the charac- 
ter of their services and leave a favorable 
impression. 


Compare it! Tear it! Test 
it! And you will Specify it! 


THE HOWARD PAPER 


COMPANY 
URBANA, OHIO 


* 


Send for your 

copy of the new 

Howard Bond 
Portfolio 


WARD BO, 





The Howard Paper Company, Urbana, Ohio 
Send me the New Howard Bond Portfolio 
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PE So irs bs tes See ee Pe eae come as 

rr rt on Meer eer nth State..... 
(Please attach to your business stationery ) PI 











Moving.... 


to NEW and 
LARGER QUARTERS 





Crossroads of 


the World... 
42nd St. and 
Fifth Avenue 


A SHOWROOM 


where Purchasing Agents can see 
thousands of new items for Sales 
Promotion Awards, Prizesand Gifts. 
Since 1900 we have satisfied thou- 
sands of customers—as testified by 
our continual growth. 

oe 


Have You Our Blue Book? 


THE 1938 BLUE BOOK 
will list nearly 400 pages of 
Choice Gift Merchandise 


Ready for Distribution about October 20th, 1937 
SEND FOR YOUR COPY TODAY 


485 Fitth Avenue |B NEW YORK 
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QUOTATIONS 


F. W. LINGLEY 
© 7 LID GLE 


OME AUTHORITIES TAKE the stand 
S that no purchase 
made or decided upon except as a 
result of requested quotations re- 
ceived from two or, preferably, more 
competitive vendors; and_ that 
every purchase order issued should 
be an acceptance of some such quo- 
tation, clearly stating the price, 
terms, delivery, etc. as quoted by 
the successful bidder. 
cally, this may be sound argument 
and, if it could be consistently fol- 
lowed, would make for one hundred 
per cent purchasing. 
it is impossible of accomplishment 
especially in manufacturing con- 
cerns, for very few requisitions are, 
or can be, issued far enough ahead 
of actual need to allow of the time 
required for sending out requests 
and awaiting quotations to come in 
on every commodity wanted. 

Probably seventy-five per cent of 
all manufacturing requisitions call 
for some supplies, usually of small 
quantity and value, that are needed 
at once or in the very near future, 
and specify certain brands or sizes 
that may be obtained promptly 
from stock on which prices and dis- 
counts are established by the manu- 
facturers or suppliers. To request 
quotations or shop around on items 
of this nature would, certainly, be 
a waste of time and effort, for the 
quoted prices would, likely, show no 
variation and so be valueless as com- 
parison. In order to keep posted, 
however, on changes in _ prices 
and discounts on such stock or 
standard supplies, the purchasing 
department should arrange with one 
or two suppliers of each of the differ- 
ent lines, in which the department 
may be interested, to furnish at 
stated times (monthly or oftener if 
necessary) their latest lists and dis- 
counts. The receipt of these should 
be followed up carefully as they 
must be strictly up to date to be of 
any value at all. 

“It pays to shop” is a commend- 


should be 


Theoreti 


Practically, 


able slogan for the purchasing de- 
partment and should ever be its 
watchword, but even good advice, 
sometimes, may be taken too liter- 
ally and judgment must be used as 
to how far shopping should be car- 
ried. It can be so easily overdone, 
and small advantages that might 
finally be gained will, quite often, 
not compensate for the time spent 
And, besides, 
there is always a certain point in 


in securing them. 


prices or discounts beyond which it 
is unwise to attempt to go if quality 
standards are to be maintained. 

The foregoing remarks apply to 
the small and usually inexpensive 
items, but for the larger and more 
important requirements that call for 
the expenditure of considerable capi- 
for instance, a car-load of 
pipe and fittings, machinery, several 
tons of wrapping-paper, large runs 
of printing or any sizable quantity 
on which there is likely to be com- 
petitive bidding, requisitions must 
issue well in advance of needs, keep- 


tal as, 


ing in mind the time required for 
requesting and receiving quotations. 
On such items it is not only advis- 
able but necessary to ask for bids. 

While it is true that prices and dis- 
counts on many of such important 
commodities are fixed or established, 
as is done on standard stock sup- 
plies, it is surprising how much 
the quotations will vary, at times, 
due tomany reasons. Vendors’ bids 
are, usually, governed by their own 
conditions. They may be over- 
stocked, in need of funds, or in 
want of orders; or, in the case of a 
prospective customer, a vendor may 
be willing to make some concession 
to secure a new account and will 
quote a lower price, a higher dis- 
count or a better delivery than his 
competitors. Conditions are never 
constant and the fact that they are 
always changing brings about many 
opportunities to secure advantages. 
This being so, it becomes the duty 
of the department to invite quota- 
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tions from at least three reliable 
vendors on every large or important 
need. 

When all requested bids are re- 
ceived they should be carefully com- 
pared, not only for price, discount, 
terms and F. O. B. point, but as to 
the vendor’s reputation for fulfilling 
his promise of delivery. The pri- 
mary objective of purchasing for a 
manufacturing concern is to keep 
the factory always supplied with 
sufficient materials, tools, etc. to 
allow production to proceed without 
hindrance. Consequently, 
comparing quotations, delivery 
should be considered as the first 
essential. After that, comes the 
question of price, but it does not 
always follow that the lowest bidder 
should be awarded the order. In 
the writer's long experience as a 
purchasing manager he can recall 
many instances where it was to his 
concern’s advantage to pay a price 
higher than the lowest to secure a 
better delivery. If delivery is not 
urgent then, of course, price be- 
comes the important factor, pro- 
vided the purchaser is satisfied as 
to the bidder's reputation for de- 
liveries and maintaining his stand- 
ards of quality. 

Next to unit price, the terms and 
F. O. B. point should be noted, for 
they will have considerable bearing 
on the amount to be paid when the 
invoice is finally passed to the audi- 
tor for settlement. These last two 
considerations are small as com- 
pared with delivery and price, but 
they must not be overlooked, for, 
in the case of three quotations all 
showing similar price and delivery 
date, the terms or F. O. B. point may 
differ and become the deciding fac- 
tor. 


when 


As a rule, quotations call for 
“immediate acceptance’, which 
means exactly what it reads, and 
the successful bidder should be de- 
cided upon and the order placed 
without delay to prevent withdrawal 
of the quotation. It may be neces- 
sary, at times, as when prices are 
fluctuating quickly, to telephone or 
wire acceptance of the quotation 
to be followed by a confirming order 
later. All unsuccessful bidders 
should be notified as to why they 
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There’s only one 
way to buy 


a typewriter! 


®@ Performance is what counts... performance under 


actual working conditions—in your office— with your 


own operators! Make the DESK TEST! Know first-hand the 


superiorities of an Easy-Writing Royal —see the letter- 


perfect typing it does, and the smooth, effortless way this 


famous typewriter performs! Let it prove to your satis- 


faction that Royal is World’s No. 1 Typewriter—and why! 
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Department WP-107 
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were not awarded the order. That 
is but common business courtesy 
and, knowing the reason, they can 
have no objection to quoting on 
some other need at a later date, 
when they may be more fortunate. 

Some purchasing departments get 
into the habit of continually asking 
for bids from vendors to whom they 
never give an order. This is a 
pernicious practice that should not 
be allowed, for, after a while, such 
vendors may refuse to quote on the 
thought of ‘““‘What’s the use?’’; or 
they may quote prices that are out 
of all reason, or on sizes and brands 
other than those specified, all of 
which will be of no value as a com 
parison. 

Requested quotations should be 
vped in duplicate on a form bearing, 





It’s a long-standing habit, with many firms, to come to on the face, the caption “This is 
McLaurin-Jones. For we’ve a reputation among the trade ot an Order” in bold type or red 
for fair-and-square dealing. Diogenes had a word for it. We ink, so that there may be no possibil- 
call it honest measure—and we're proud to be noted for it. ity of the vendors mistaking them 
How long, for example, is a roll of sealing tape? In our Blue for purchasing orders, as sometimes 
Star Tapes the answer is: a fu// 600 feet of honest good meas- happens. The purchase order con 
ure in every roll of 60-pound stock. Gages make this certain. ditions should be printed on the 
And every inch is made from Sturdy No. 1 Kraft, backed reverse side, with a note on the face 
by the famous McLaurin-Jones gumming. This gumming is f the request calling attention to 
animal glue— compounded to give best results. them. The vendor will then know, 
idvance, with what he will have 

When you examine a sample coil, you’ll see why packages to complv should he be favored with 
sealed with quick-sticking, sure-sticking Blue Star Tapes de- the order. This is but fair to him. 


liver the goods~ with safety. for in some instances the conditions 


imposed may affect the quotation, 


McLAURIN-JONES COMPANY especially if the order form calls for 
F. O. B. Destination’, which the 

BROOKFIELD, MASS. MILLS AT BROOKFIELD AND WARE writer favors 

OFFICES AT NEW YORK e CHICAGO e LOS ANGELES Both copies of the request should 

be sent to the vendor, who will fill in, 


? i. < 
¢ 


r ‘ 
M¢LAURIN-JONES 
4 


sign and return the original and re 





\ (Product / in the duplicate for his file. Thi 
~ “ P 
Gutauasn-ronts concen’  snoenveie - nase lepartment will make a memo on 
Ware Coated Papers and Postcards Blue Star Sealing Tapes he requisition showing to whom 
Ideal Gummed Hollands Ideal Gummed Cambric Tapes nd when ther , 
qa wnen ti ques a. oe ( ’ 
Ideal Photomount Ideal Gummed Veneer Tapes the requests were sent out 
Ideal Head Bands Ware Foils und follow up closely so that no time 
Ideal Binding Cloth Ware Box Covering Papers a : lpi 
Ideal Cloth Lined Papers McLaurin-Jones Guaranteed Flat shall be lost in « taining the de- 
Ideal Gummed Box Stay Gummed Papers . , ‘ ; 
sired quotations 


FREE SAMPLE Bue star TAPE... _ i a 


requl that all quotations, 


Just tell your secretary to fill out this coupon and clip e ther requested or not, be pre 
to your letter head. erved or recorded for future refer- 
TITTIITITITT TIT ence If this ruling is followed, it is 
Gentlemen: Please send me free sample coil of McLaurin- idvisable that they be filed or re 
Jones Blue Star Tape. corded by commodities rather than 
an by vendors’ names. It is much 
rae easier, Say six or twelve months 


hence, to recall the commodity than 


j it is to remember the name of the 
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concern that quoted. And _ filing 
by commodity has the advantage 
of not having to be transferred at 
any particular time. In research 
work, which often drags along for 
a year or more, commodity filing 
is quite essential, and it will be 
found helpful and time-saving to 
have all papers on one commodity 
together from the origination of the 
research. 

In some concerns it may be neces- 
sary to refer frequently to quota- 
tions received during the year, but 
for the ordinary manufacturing busi- 
ness the writer never could see the 
sense of cluttering up the files with 
a host of quotations that were not 
asked for and had served no pur- 
pose. When it is remembered that, 
probably, not more than fifteen 
per cent of the total purchases for 
manufacturing are decided on re- 
quested quotations, the effort re- 
quired to file or record all quota- 
tions received would seem to be too 
costly and a waste of time. As the 
writer has previously stated, ven- 
dors’ quotations are based, usually, 
on their own conditions and what 
might be true today may be en- 
tirely different tomorrow; so that 
the recording of all quotations can 
be of little or no value for the future. 
It is well, however, to keep the 
requested quotations, both success- 
ful and unsuccessful, with the de- 
partment’s copy of purchase order 
affected, in the event that any ques- 
tion arises after placing the order. 

The purchase record, which every 
efficient purchase department must 
have, should, if faithfully kept, fur 
nish all the information necessary 
as to price fluctuations, terms, de 
livery, etc., of every thing that has 
which, after all, is 
the thing to know. 


been purchased 


The writer further suggests the 
keeping of a special file, indexed by 
commodities, for circulars, price- 
lists, etc. of articles, supplies, ma 
terials, etc. in which the department 
is interested, that are not needed at 
the time but which may be called for 
later. 

All quotations, verbal or other 
wise, must be considered and kept 
strictly confidential, and not used 
to influence other bidders. 
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WHY G-E BULBS 


Today's G-E Mazpa lamps actually 
vive vou more light than the same size 
lamps of a year ago. . . without using 
any additional current and without cost- 
ing a penny more. And these new lamps 
stay brighter longer than ever before. 

This is because constant improvement 
and technical development made in 
\lazpa lamp research laboratories have 


continually raised the efficieneyv of 


\Viazpa lamps vear after year. Whenever 
you buy these bulbs you get lamps that 
offer the advantages of the newest devel- 
opments. 

Next time you order lamps for your office, 
shop or factory, be sure to take ad- 
vantage of the extra light these new, 
brighter G-E bulbs offer. Make sure that 
every bulb you buy carries the famous 
trade-mark. General Electric Company. 
Nela Park. Cleveland, Ohio. 


Light-Sensitive Cell 
v 





USE THE G-E LIGHT METER TO 
MEASURE YOUR LIGHTING 


The General Electric Light Meter 
tells whether employees are gettin 
enough light for easy seeing, and 
is helpful in checking from time t 
time on whether this amount 

light is being maintained. Cost 


only $11.50. 


GENERAL @@ ELECTRIC 
MAZDA LAMPS 













These beautifully and scientifically packaged 
brands of Miller Line Carbon Paper are in- 
dicative of the complete variety of brands, 
grades, weights, finishes and colors resulting 
from Miller Line's forty years of experience. 
The specific sheet suitable for any individual 
requirement of a user of carbon paper may 
be selected therefrom by Miller Line Car- 
bon Paper patrons. 


MILLER-BRYANT-PIERCE CO., 219 RIVER ST., AURORA, ILL. 
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RIBBONS 


STENCIL 
INKS 


Est. 1896 


Also, it is the privilege of any user of Car- 
bon Papers, Inked Ribbons or Stencil Inks 
to enjoy without obligation or expense, the 
personal counsel and assistance of Miller 
Line home office or field experts in the 
application of these products to their every- 
day use. Write for address and telephone 
number of your nearest Miller Line Service 
Center. 
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STANDARDIZE 
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*PERMEX 


You may safely STAND- 
ARDIZE on Permex Per- 
manent Writing Fluid. It is 
guaranteed as good as, or 
better than other writing 
fluid. 
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ERMEX. 


A trial will convince you. 
Let us send you a sample. 
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Governmental 
Purchasing 


(Continued from page 32) 


branch insists on 
meddling with administrative and 
judicial duties which should be left 
in the hands of professional and 
trained experts. 


the legislative 


By placing “‘yes’’ 
men in these jobs, they control their 
official acts indirectly but posi- 
tively. 

In the preceding statement we 
have gone behind the scenes in or- 
der to obtain a clear picture of the 
reason for the slow progress of effi- 
cient centralized purchasing in our 
communities. It 
comprises not only the problem of 


tax supported 


selling an idea to the citizens of a 
community but the bigger problem 
of wiping out inefficiency and favorit- 
ism in all branches of government, 
the legislative and administrative 
particular. Pitted 
against this bulwark of selfishness, 


divisions in 


ignorance and carelessness in han- 
dling other people’s money and 
property, there has developed in the 
past decade a steadily growing sen- 
timent of civic pride and duty on 
the part of citizenry in general. 

Much of this growing sentiment 
is due to the fact that the average 
student today progresses much far- 
ther in our educational institutions 
than in the schooldays of our par- 
ents, and the young men who are 
taking their places in the civic life 
today have an entirely different out- 
look upon public business. They 
are not satisfied to believe that pub- 
lic business must be slow, cumber- 
some, wasteful and dishonest. More- 
over, the average municipal alder- 
man or county supervisor taking 
office today is on the whole better 
qualified for his position than his 
predecessors. I have in mind a 
more than 
half of whom are practicing attor- 
neys. This was quite a contrast to 
the former practice of electing a 
majority of tavern keepers, etc., to 
those important positions. 

Then, too, public employees hold- 
ing responsible administrative posi- 
tions are encouraged by some uni- 
versities, Leagues of Municipalities, 


group of councilmen, 
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tion, the City Managers’ Associa- 
tion, American Public Works Asso- 
ciation and other organizations to 
better fit themselves for their work 
by attending “in service’’ educa- 
tional courses. Those aspiring to 
public office may also become fa- 
miliar with the principles of public 
administrative practice through at- 
tendance at evening courses now 
being sponsored by groups men- 
tioned above. Our Association has 
for years sponsored the training of 
men not only for industrial, public 
utility and other purchasing fields, 
but has always included in its edu- 
cational work special material for 
students of governmental purchas- 
ing. 

Let me suggest that your influ- 
ence through word of mouth is 
needed to place before proper au- 
thorities the values to be derived 
through efficient centralization of 
public purchasing of material, sup- 
plies and equipment. We are all 
familiar with these values which re- 
sult in an average saving, according 
to Dr. Russell Forbes, Commissioner 
of Purchase, City of New York, na- 
tional authority on this subject, of 
not less than fifteen per cent of the 
amount expended annually for ma- 
terial. We all could cite scores of 
reasons for having an efficient cen- 
tral purchasing department. The 
reasons applying to industrial pur- 
chasing are quite similar to those of 
public utility and governmental 
purchasing. In governmental pur- 
chasing, however, it is necessary to 
conduct the affairs of the office 
openly. There can be no secret 
prices or agreements. The reason 
for this is obvious. Therefore, it is 
essential that sealed bids be re- 
ceived and opened publicly at stated 
times and that all qualified to bid 
are given an opportunity to do so. 
Applying the principles of purchas- 
ing in the right quantities at the 
right time, standardizing, using defi- 
nite specifications, simplifying de- 
scriptions and types results in 
marked savings. 

We in our industrial and other 
types of purchasing have proven to 
our employers that they cannot 
afford to operate without an effi- 
cient central purchasing department 
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and at every opportunity we should 
urge our employers and our friends 
to work for and to insist upon effi- 
ciency in government, if only for 
selfish reasons. If, as sales manager, 
I can send my salesmen into a city 
hall, county or state 
house where they may call upon one 
man in the purchasing department 
and obtain a fair and square inter- 
view and an opportunity to place a 
sealed bid which will be considered 


courthouse 


on its merit alone, then I should feel | 


that my company was getting a 
square deal. Just run this thought 
through your mind and try to count 
on the number of 
places in your locality where you 
could go in and talk to a govern- 
mental purchasing agent as you 
would to a private buyer. I think 
that you will be disappointed at the 
small number in each locality. As 
for myself, if I had to slip through 
back doors and contribute to every- 
thing under the sun in order to ob- 
tain city business I should rather 
spend my time more profitably call- 
ing on industrial, public utility 
or other types of purchasing agents. 

Unless the citizenry as a whole 
demands clean and efficient govern- 
ment, it is almost an impossibility 
for a local committee to accomplish 
anything with the purchasing prob- 
lem. So let’s turn the spot-light of 
publicity upon inefficient public 
purchasing practices through the 
press and by word of mouth. We 
are besieged with taxes of all kinds. 
Our every movement is taxed from 
the time of our arrival on this earth, 
which requires the payment of a fee 
for a birth certificate, to the time we 
are ushered out with the purchase 
of a burial certificate. 


your fingers 


there is no relief in sight. What can 
we do about it? Let’s try to spend 
this tax money as carefully as pos- 
sible. Let’s encourage full and open 


competition on public purchases. | 


We can’t afford to throw fifteen 
cents away every time we spend a 
dollar out of our own pocket so why 
should we do it at the city hall, 
court house or state capitol? 
survey the situation in each locality 
and if we are not satisfied, let’s do 
something about it. 


All of our 
taxes are mounting steadily and | 


Let’s | 
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Specific Chemical Properties 


of Coal as Sampled 


rQWeE MOISTURE, ash, _ volatile 
egy fixed carbon and B.t.u. 
per pound of coal were among the 
first properties of coal to be studied 
and given laboratory consideration. 
It was quite apparent to users of 
coal that different coals had differ- 
ent moisture contents and different 
ash contents, that they gave off 
different amounts of smoky gases 
when heated, and that these proper- 
ties had considerable bearing on 
coal use. To learn more about 
coal from this standpoint, laboratory 
tests were devised that established 
values for these factors, and such 
an analysis was called a ‘“‘proximate”’ 
analysis. This analysis considers 
the coal as made up of moisture, 
ash, volatile matter (smoky gases), 
and fixed carbon. Therefore, the 
percentages of the moisture, ash, 
volatile and fixed carbon of a proxi- 
mate analysis on the ‘‘as-sampled”’ 
basis add to 100. Analyses as re- 
ported should be checked in this 
regard. 

Another important factor is the 
amount of heat “‘in’’ the coal or 
the amount of heat that one pound 
of coal will give off when completely 
burned. The amount is expressed 
as so many B.t.u., that is, British 
thermal (or heat) units. This heat 
unit is an arbitrary heat unit that 
may be defined as the amount of 
heat required to raise the tempera- 
ture of 1 pound of water |1°F. The 
B.t.u. of a coal is usually deter- 
mined along with the proximate 
analysis. 

Since the ash or mineral matter 
of coal varies a great deal, it has 
been found desirable to investigate 
its chemical composition and the 
temperature at 
Chemically, the ash may contain 
many elements 
amounts. An 
chemical composition may include 


which it melts. 


some in very small 
analysis of the 
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‘analysis, 





the percent silica, alumina, irot 
oxide, titanium oxide, phosphorus 
pentoxide, lime, magnesia, sulphur 
trioxide, and the alkalies. The 
amount of manganese is sometimes 
determined. The melting of the 
ash under high temperatures of 
burning led to a laboratory study ol 
this characteristic. A small amount 
of the ash is shaped into the form 
of a triangular pyramid and heated 
until it is melted. The tempera 
ture at which the first rounding or 
bending of the top of the pyramid 
takes place is called the _ initial 
deformation temperature ; the 
somewhat higher temperature at 
which the pyramid has fused down 
to a spherical lump is called the 
softening temperature; the _ still 
higher temperature at which the 
pyramid has spread out into a flat 
layer is called the fluid temperature 

In addition to the 
analysis, coal is also analyzed for 
its sulphur and less frequently for 
Where 
the percents of these elements ac 
company the proximate analysis, 
they are spoken of as ‘determined 
separately.”’ 


proximate 


its phosphorus content. 


These percent values 
are included in the values of the 
volatile matter, fixed carbon, and 
ash, and cannot be added to the 
percent values of the proximate 
which already add_ to 
100% without them. 


Test and Application 


The standard laboratory methods 
for determining the proximate analy 
sis, the B.t.u. per pound, the fusing 
point of the ash, and the amounts 


of sulphur and phosphorus are 


J. F. BARKLEY 


Supervising Engineer 
Fuel Economy Service 


U.S. Bureau of Mines 


described in detail in the A.S.T.M. 
1933, Part II. The 
analyzing the ash is 


Standards 
method of 
described in a publication of the 
U. S. Steel Corporation, entitled 
“Sampling and Analysis of Coal, 
By-Products.”’ The 


analysis of 


Coke and 

methods for sulphur 
forms in coal are described in U. S. 
Bureau of Mines Technical Paper 
254, entitled ‘‘The 
Sulphur Forms in Coal.”’ 


Analysis of 


Stated briefly, in the proximate 
analysis the percentage of moisture 
is found by determining the percent 
loss in weight of a small amount 
of the coal when it is heated for 
105°C: the 
percentage of ash by determining 


one hour at about 
the percent weight of the residue 
left when the coal is completely 
burned; the percentage of volatile 
matter by determining the percent 
loss in weight other than the mois 
ture when the coal is heated for 
seven minutes in a closed container 
at a temperature of about 950°C. 
a light orange heat); the _ per- 
centage of fixed carbon by mathe- 
matical difference. Since the 
moisture of a given coal as received 
will vary considerably depending, 
for example, upon varying weather 
conditions, it has been found con- 
venient for many purposes to state 
the moisture on the ‘‘as sampled”’ 
basis and to place the remaining 
factors on the basis. 


three “dry” 


This article has been prepared to provide more detailed 


information, supplementary to the charts in ‘Factors 


Recommended for Consideration in the Selection of Coal,” 


published by the National Association of Purchasing Agents. 
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The ‘‘dry-basis’’ values are deter- 
mined from the ‘‘as sampled”’ values 
by simple percentage calculations. 
In this case, the sum of the ash, 
volatile, and fixed carbon equals 
100%. 

All coal has some moisture, which 
may be considered as a dilutent. 
The moisture factor given by the 
laboratory test serves as an expres- 
sion for this moisture. 


that is purchased that cannot pro- 
duce heat. Where coal is being 
used, as in boiler work, it increases 
the heat losses in the products of 
combustion from the stack because 
it carries away the heat put into 
it to raise it from room temperature 
to the stack-gas temperature, which 
includes the relatively great amount 


| of heat required to evaporate it. 





Moisture affects the coal physically, 
its handling, its spontaneous heat- 
ing, and its burning characteristics. 

The moisture in coal may be con- 
sidered as (1) extraneous moisture 
that comes from external sources, 
such as condensation, rain, and coal 
washing, and (2) inherent moisture 
that is ‘‘in’”’ the coal, is not super- 
ficial, and does not wet the coal. 
The original vegetation from which 
the coal was derived supplied such 
moisture. The proximate analysis 
does not differentiate these mois- 
tures, only giving a total value 
that is considered to represent the 
entire moisture. 
somewhat and can 
changed by longer periods of heat- 
ing on the test, but is accurate from 
a practical standpoint. Some 
idea of the extraneous moisture 
alone can obtained from air- 
drying the coal and determining 
the weight loss. The total mois- 
ture content of mine samples taken 
from a dry face may be considered 
as representing the inherent mois- 
ture. The inherent moisture is 
usually rather constant for coals 
from the same bed. The moisture 
value of the ordinary coal sample, 
not taken under any unusually 
wet condition, can be used some- 
what as a check in this regard. 

The ash in coal may also be 
considered a dilutent. This factor 
given by the laboratory test ex- 


arbitrary 


be 


Moisture | 
is a part of the weight of the coal | 


The value is | 
be | 
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presses the unburnable mineral part 











of the coal and serves as a guide 
in this respect. The actual labora- 
tory value does not give exactly the 
mineral content, as certain small 
changes in weight occur in the 
mineral matter under the high 
temperatures used in the test. 
These changes are of quite minor 
importance, however, for most pur- 
poses. 

The volatile-matter factor given 
by the test serves as a guide as to 
the giving off of volatile matter by 
the coal. The volatile matter in 
the laboratory test consists of 
combustible gases, as hydrogen, 
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carbon monoxide and hydrocarbons, 
and noncombustible gases, as car- 
bon dioxide and water vapor not 
removed by the heating at 105°C. 
The composition varies greatly with 
different coals and the amount is 
very sensitive to the time and tem- 
perature used in the test. The 
correlation of this rather empirical 
value with the various actions of 
coal in use is not as clear cut as, 
say, that of the ash factor; it must 
be studied for each specific case. 
In general, it is associated with 
gas- and flame-producing charac- 
teristics, ‘“smokiness,”’ etc. 

The fixed carbon obtained by 


subtraction is not the total carbon 
in the coal. Some carbon goes off 
with the volatile matter in the 
hydrocarbons. Neither is it pure 
carbon, as it may contain a little 
hydrogen, oxygen, nitrogen, and 
sulphur. Since the volatile plus 
the fixed carbon constitute the coal 
substance other than the ash and 
moisture, these factors are closely 
related. The higher the volatile 
for this coal substance the lower 
the fixed carbon. The fixed-carbon 
factor, therefore, represents the 
tendency of the coal not to vola- 
tilize. The correlation of this 
factor, as with the volatile-matter 
factor, must be studied for each 
case. 

The laboratory test to determine 
the B.t.u. consists of completely 
burning a small amount of the coal 
and measuring the amount of the 
heat produced. This factor then 
serves as a guide to the amount of 
heat that may be produced by the 
coal. In actual practice, this 
amount may not be produced due 
to incomplete burning. Frequently, 
when coals are compared on the 
B.t.u. basis, it is to determine their 
relative value for some _ specific 
purpose. In such cases, it is also 
necessary to consider how much of 
the heat of each coal actually may 
become effective in the process 
involved. For example, suppose 
in the production of steam, 75% of 
the heat in a certain coal went into 
the steam. For some other coal, 
due to its different burning char- 
acteristics, this percent may be 
only 65%. Therefore not only the 
heat that is in the coal must be 
considered, but also how much of 
it is gainfully obtained for the 
process. 

The laboratory analysis of the 
chemical composition of the ash is 
a definite chemical procedure to 
arrive at the amount of the different 
elements contained in the ash. 
Studies of this nature, for example, 
reveal the tendencies of the ash to 
combine with refractory materials 
at the higher temperatures. In 
metallurgical processes where the 
ash may enter the product, it is 
desirable to know what elements it 
contains. The composition of the 
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ash is related to its clinkering and 
slagging tendencies and to the 
temperatures found on the ash 
fusion test. 

Much work has been done in 
the laboratory and in the field 
in studying correlations of the ash- 
softening temperatures of coal with 
the melting and clinkering actions 
of the ash in various types of equip- 
ment. The correlation is not defi- 
nite, but the factor is a very 
helpful guide, particularly where 
it may be studied in connection 
with some given individual installa- 
tion. Some have found it desirable 
to also consider the initial tempera- 
ture and the fluid temperature to- 
gether with the temperature inter- 
vals between them. Some study is 
being given the use of the ash- 
softening temperature, together with 
the iron content, in anticipating 
clinker trouble. 

The determination of the amount 
of the total sulphur as well as its 
amount and occurrence in its various 
forms is a chemical procedure. 
Much of the sulphur of coal that 
is burned under boilers goes out 
with the products of combustion 
combined with oxygen as sulphur 
dioxide and ordinarily in much 
smaller amounts as sulphur tri- 
oxide. These gases unite with 
water vapor to form corrosive 
acids that are very destructive. 
Such destruction frequently occurs 
in boiler-room equipment, as econo- 
mizers or air preheaters that are 
in contact with the gases at low 
temperatures. When coal is wet, 
the sulphur content may cause con- 
siderable corrosion in the handling 
equipment. Sulphur is an active 
chemical that must be _ closely 
watched in gas making, production 
of certain ceramics, as white ware, 
metallurgical processes, etc. As 
far as the importance of the various 
forms of sulphur is coicerned, it is 
the presence or absence of t' e pyritic 
form of sulphur (FeS.) that is 
usually important. For example, 
it is this form and the fact that it 
frequently is the predominant form 
that has caused sulphur to be asso- 
ciated for many years with clinker- 
ing. For many coals the total 
sulphur will serve fairly well as an 
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index of clinkering tendencies. Such 
clinkering, however, is an effect 
from the iron associated with the 
sulphur in the pyrite rather than 
the sulphur. The determination of 
phosphorus is also a chemical pro- 
cedure. It is seldom considered 
except where metallurgical pro- 
cesses are involved, such as the 
production of steels where limits 
are placed on the phosphorus con- 
tents. 


Importance of Factor 


As shown on the coal selection 
charts, with the exception of Use 
17—special uses of anthracite 





the moisture content of coal alway 
has importance, varying for th 
different uses from one to thre 
stars, that is, from 
portance”’ up to “‘very essential. 
The ash content, being a funda 
mental factor, varies in importan: 
from one to three stars for all us¢ 
The chemical composition of th 
ash is also given an importanc 
from one to three stars for all uss 
except certain divisions of lim 
burning, foundry 
special uses of anthracite. Th 
initial softening temperature of th 
ash has an importance of one t 
three stars for hand-fired, stoke: 
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anthracite use, it is considered of 
no importance. For the remaining 
uses, the importance of the initial 
temperature ranges from no im- 
portance up to two stars, reaching 
in one instance only—a _ metal- 
lurgical case—a triple importance 
It has no importance in the pro- 
duction of blast-furnace coke, cer- 
tain chemical coke, many of the 





ceramic products, certain metal- 
lurgical uses, foundry facings, special 
uses of anthracite, and certain 
domestic uses. The importance 
of the softening temperature is 
considered somewhat greater than 


T a J Cc. E. % ba & Pp A RD C Oo M Pp A NY that of the initial temperature, 


4401—21st S L Island Ci N.Y ranging from one to three stars for 
Secs aidan ee OY. all uses except cement burning, two 











cases of metallurgical use, special 








uses of anthracite, and the use of 
anthracite in domestic fireplaces. 
The importance of the fluid tem- 
perature is rated from one star to 





three stars for all uses excepting 
the down-draft furnace, the pro- 
duction of blast-furnace coke, many 
of the ceramic products, cement 
burning, lime burning, certain 
metallurgical uses, foundry facings, 
special uses of anthracite, and 
certain domestic uses. Determi- 
nation of the importance is left for 
future development for the down- 
draft and lime burning and it is 
considered of no importance for the 





remaining exceptions. 
The importance of the volatile 
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cite, cement burning, lime burning, 
and special uses of anthracite. 

The importance of the B.t.u. per 
pound ranges in general from one 
to two stars or from ordinary im- 
portance to more than ordinary 
importance. It reaches a three- 
star importance in cement burning, 
and export bunker and cargo uses. 
It is considered of no importance 
in foundry facings and _ special 
uses of anthracite. 

The total sulphur as sampled is 
given no importance for hand-fired 
and stoker-fired coal-burning uses 
in so far as the actual burning of 
the coal is concerned. It is con- 
sidered of ordinary importance on 
the larger installations due to the 
greater opportunity for corrosion 
effects in equipment such as air 
preheaters, economizers, etc. It 
has this single star importance for 
pulverized fuel burning. Its im- 
portance ranges from one to three 
stars for all uses from 7 to 25, with 
the exception of special uses of 
anthracite. The importance of 
the forms of the sulphur ranges 
from “not important’ to two star 
importance, star 
importance only on foundry facings. 
In general, it is rated not important 
under all hand-fired and stoker- 
fired conditions, except where there 
is excessive load or unfavorable 
fire-brick conditions with bitumin- 
ous coal. With pulverized fuel 
use it ranges from one to two stars. 
It is considered not important for 
certain gas-making uses, low-tem- 
perature domestic coke making, 
special uses of anthracite, domestic 
anthracite, domestic fireplaces, bri- 
quetting and lake bunker. 

Phosphorus is rated an import- 
ance from one to three stars for 
the production of blast furnace 
coke for acid iron, foundry coke, 
certain chemical coke, low tempera- 
ture domestic coke, cement burning, 
certain metallurgical uses, foundry 
facings, colloidal, and industrial 
processes (anthracite) reduction. It 
is considered not important for 
all remaining uses. 

The entire subject is one that is 
under constant development and it 
is likely that the future will show 
further use of these factors. 
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abrasion-resisting alloy steel in six separate parts—flanged bot- 
tom with legs, flanged top, corrugated grooved ends, and cor- 
rugated tongued sides. The ends and sides form a frame which 
nests inside the bottom and top sections. The box holds work 
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11 West 42nd St. 
New York, N. Y. 


Please send complete data on the New Products 
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NEW PRODUCTS & IDEAS 


securely for heat treating, providing flexibility for expansion and 
contraction, and preventing distortion of the box parts. Any 
part is replaceable without discarding other parts which may 
still be usable. Made to any specified dimensions. A typical 
size 16 X 14!/, X 14 accommodates work up to 143/4 K 12'/, & 14. 


Use coupon below 
LIGHTING 
FIXTURE 





No. 461 


LIMINATION OF GLARE and shadows on a working 
surface, in operations where close work on shiny surfaces is 
required, can be achieved with this fixture, which holds four 
lamps, up to 100 watts each, behind an opal glass which diffuses 


and distributes the light evenly over the working surface. The 
overall dimensions are 40 °/s & 30'/. X 12 %/s inches. Electrical 
connections are made in a junction box inside the unit. The 


reflector hood is made of porcelain-enameled steel, blue outside, 
and white inside 


Use coupon below 


CHAIN 
WRENCH 
No. 462 





IPES, STUDS OR NUTS from '/2 to 4!/, in. diameter are 

handled by this adjustable chain wrench. Hooks at the end of 
the handle engage extended pins on the chain, and simply shift- 
ing the position of the chain provides ready flexibility of size. 
Teeth on the jaw prevent slippage. The handle is forged, 12 
in. long, and the chain is 15°/, in. long 


Use coupon at left 
CARBOY 
HAND 
PUMP 


No. 463 





OR DELIVERING ACID FROM a carboy without tilting, 
this hand pump has been developed and successfully used. 
A rubber cork fits the neck of the carboy. Passing through this 
cork is a glass tube which extends below the surface of the liquid 


PURCHASING 
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and forms the outside spout; also a bulb by which pressure can 
be raised inside the carboy, causing the acid to flow through the 
tube into an outside container. The device operates faster than 
a syphon, having a normal capacity of 2 gallons per minute. 
To shut off the flow, a vent valve can be opened, releasing the 
pressure. Replacement tubes are available in case of breakage. 


Use coupon page 54 
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SAWING 
VISE FOR 
THIN 
WALL 
TUBING 





Set oe 


No. 464 


NCREASING USE OF THIN WALL tubing has prompted 
the development of this practical sawing vise, which insures 
a perfectly square cut without burred or wavy edges or forcing 
the tube out of round. The saw blade is held in close guides 
and the bearing surface is sufficient to hold both sides of the tube 
from sagging even after the cut is made, thus preventing a break- 
off burr. In this vise the tube is held in perfect round, regardless 
of how much pressure is exerted, and the equipment can be used 
to bring back to round tubing ends which would otherwise have 
to be discarded. It does away with filing and wastage, and pro- 
vides for perfect contact with shoulders and fittings. Adapted 
for tubing from */, to 2 in. diameter. 


Use coupon page 54 





ELECTRODE HOLDER 


N THIS NEW TOOL, a carbon rod electrode is held in place 
by aspring plunger inside the head. A lead from the tool con- 
nects to one terminal of a storage battery, while the other ter- 
minal is grounded to the work. In operation, this device takes 
a current of 20 to 25 amperes. 


No. 465 


Use coupon page 54 


MAGNETIC 
PLUG 


. No. 466 





ETALLIC CHIPS CAN be kept out of a lubricant-circu- 

lating system or splash lubrication from a reservoir, by 
the use of this magnetic plug, consisting of a powerful permanent 
magnet core, surrounded by brass. The plug is guaranteed to 
remain magnetically active for ten years of ordinary service. 
The device has been successfully used for some time in the drain 
openings of automobile engines, transmissions, and differential 
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AIR EXPRESS, the on 
complete, super-swil 
nation-wide way to shij 
Delivers day and night 
the United States a1 
Canada. Alsoto Honolu 
Latin-America and the I 
East. Costlow. Prom} 
pick-up and delivery. | 
service or informati 
phone RAILWAY EX 
PRESS—AIR ! 
PRESS Division 





RAILWAY, EXPRESS 
AGENCY, INC. 
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Is your present 
cleaning pacing this trend? 


Cleaning practices that were good enough yesterday can- 
not be compared with modern, scientific Oakite cleaning 
methods developed to meet the swifter production pace of 
today. Oakite cleaning is dependable. It can be counted 
on for producing the same thorough results one time as 
another . . . with equal speed, with equal economy. This 
means no rejects, no re-cleaning, no time out or costly de- 
lays. The stiffer your production requirements, the more 
you will benefit from Oakite efficiency. 


Tell us your problems. We welcome the opportunity to 
present specific recommendations. 


Manufactured only by 
OAKITE PRODUCTS, INC., 54 Thames St., New York, N. Y. 
Branch Offices and Representatives in all Principal Cities of the U. S 


OAKITE 





SPECIALIZED INDUSTRIAL CLEANING MATERIALS & METHODS 














) ,. Bituminous 
~~ BEAVE Toone Coal 


MINES: Scalp Level, South Fork, Hastings and La Rayne 
Districts of Penna., and Fairmont District of 
West Virginia. 





SIZES: Lump — Egg — Nut — Pea — Stoker — Mine 
Run—Especially Prepared Coal for Pulverizing. 


CORTRIGHT COAL COMPANY 


PENNA. BLDG. ONE BROADWAY 
PHILADELPHIA NEW YORK 





































Choose the Chelsea 
Where You Get 
The Most 
For Your 
Money 





When Sales Charts Haunt You 


It's just a short run to The Chelsea where 
tecreation and relaxation await your 
coming. Here you'll find everything 
to further your comfort and enjoyment 
— spacious sun deck ... airy ocean-view 
rooms .. . superb food . . . varied sports. .. 
entertainment and charming fellow guests. 
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WEEKLY 
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ATLANTIC CITY 
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housings, the illustration representing the accumulation of chips 
from the bottom of an engine crankcase after the car had been 
driven from Omaha to Cincinnati. The plugs are now avail- 
able in a range of sizes to fit any drain opening in ordinary me- 
chanical equipment. 


Use coupon page 54 


GROUP 
LOCKER 





No. 467 


CONOMY OF SPACE IS achieved in this new steel group 

locker, which accommodates 16 persons in approximately 
1/, sq. ft. of floor space per person. It includes individual box 
lockers 12 X 12 X 18 in., with grilled or louvre doors, and a 
coat hanger rod. It can be set up singly or in single or double 
rows. Construction is all steel, riveted, sturdily built to eliminate 
twisting or weaving. It is thoroughly sanitary, well ventilated, 
free from projections, and with ample floor clearance. 


Use coupon page 54 





OILLESS 
BEARING 











No. 468 





HIS NEW LINE of bearings is molded of bronze powder 

under heavy pressure, to any size of plain or flanged bearing 
design, within close tolerances. Each unit is impregnated with 
a sufficient quantity of lubricant for the life of the bearing, either 
general purpose or special lubricants being available. The metal 
is clean and free from impurities, and does not discolor the lub- 
ricant. The bearings are rugged and will stand up under rough 
usage without breakage or distortion. They are generally suit- 
able for the same applications in which cast bronze is used 


Use coupon page 54 
MARK- 


ING 
TOOL 





No. 469 


HE HOLDER OF THIS new marking tool is hardened to 
eliminate chipping and mushrooming. A recess in the 


marking end holds up to eight pieces of type, secured by spring 
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pressure which can be released for making changes by pressing 
a side lever. The model shown is intended for use on metal, wood, 
fiber or plastic parts where a clear impression can be made with a 
light hammer tap. A heavier model with the same interchange- 
able type feature is made for use on steel billets, rails, car wheels, 
forgings, etc. This tool is made with handle attached and the 
type seat is treated to prevent the type from wearing into the 
base of the holder. 


Use coupon page 54 

3] NICKEL 
PLATING 
TESTER 
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No. 470 





HE OPERATING PRINCIPLE of this compact (5 * 9 

inches, 7!/, lbs.) tester is the fact that the force of attraction 
between a magnet and a nickel-plated coating on non-magnetic 
base metal is proportional to the thickness of the coating. A 
contact rod from a small bar magnet is placed against the test 
piece, which may be flat or curved. The indicator dial is set at 
zero and the dial is turned until the pin breaks away. The read- 
ing is made on a direct calibration scale of 100 divisions, each 
corresponding to 0.00001 of nickel plating. It is said to be ac- 
curate within 10% on annealed coatings and within 15% on 
coatings as deposited. 


Use coupon page 54 

CHAIN 
REPAIR 
MACHINE 





No. 471 


POWER DRIVEN CHAIN repair machine, operating on an 
air line of 100 lbs. pressure at 7'!/, cu. ft. per min., is offered 
to fleet owners and garage operators. It is capable of dismantling 
and reassembling a pair of truck chains in approximately 12 
minutes, as against an estimated time requirement of one hour 
by the usual hand method. It consists of two units, for opening 
and closing chain hooks, and can be set for any size cross chain 
hook, passenger car or truck, by a simple bolt adjustment. 
Weight, 100 pounds. Can be installed on an ordinary shop 
bench 8 X 3 feet, or back to back on a bench 5 ft.square. The 
machine is operated by a foot pedal, so that both hands are free 
for manipulating the chains. 
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THE RESULT OF THIS 
ENGINEERING SERVICE 


More and more, industry has learned 
that it pays to take advantage of the 
engineering service offered by this 
company. Consultation in the period 
of assembly design many times results 
in minor changes permitting lower 
costs thru standardization, improved 
service and often economies thru 
multiple rivet setting. Where this 
preliminary consultation is not per- 
missible send blue print or prefer- 
ably sample assembly for production 
study and analysis involving the use 
of tubular or split rivets. 


CHICAGO RIVET & MACHINE CO. 


2851 S$. S4th Ave., Cicero P. O., Chicago, i 





Complete line of auto- 
matic riveters for setting 
up to 4 rivets at a time. 


‘aN ONE OF THE WORLD’S LARGEST MANUFACTURERS 


OF RIVETS AND RIVETING EQUIPMENT 





GEARED i) 











p ‘OMPT, CERTAIN ACTION IN TOOLING UP 
KIVERIES TO MEET YOUR PRODUCTION 


SQUNIFORM QUALITY FROM START TO FINISH 





ONE SOURCE OF SUPPLY FOR MANY PRODUCTS 


EFFICIENT PLANNING FOR GREATEST ECONOMY 


ih 3 ae Controlled quality from steel to finished part is 
Ss —_ frees’ answer to the day’s demand for production and 
wages A Mtill more production. A modern steel mill owned and 

w= * “operated by Barnes is capable of producing stock for almost 





ay any require ment, every day, Large amounts are alu ays on 
hand for quick conversion into the kind of spring you need 
4 
| T he Wallace Barnes Company . BRISTOL, CONNECTICUT 
DIVISION OF ASSOCIATED SPRING CORPORATION 


NGMAKERS FOR MORE THAN THREE QUARTERS OF A "ay AY 


Barnes-made SPRINGS 











Speedy and 
Accurate 


Hand Sawing 


is now possible. This revolu- 
tionary, heavy duty hack saw 
frame, drop forged from hard alumi- 
num alloy has changed the entire hack 
saw pciture. Absolutely rigid with 
machine-type blade holders, it holds an 
unbreakable, high-speed-edge blade at ma- 
chine tensions. Double handed grips increase 
power and accuracy. Improved design applies 
power below the line of cutting and prevenst the 
blade from sticking in the cut. Try it and you will 
be satisfied with no other. Your dealer will demonstrate. 


ARMSTRONG-BLUM MFG. CO. 
“‘The Hack Saw People’’ 
5760 Bloomingdale Ave. Chicago, U.S.A. 


Write for 
Circular 



































Convenience is one of the foremost fea- 
tures of Hotel Imperial — plus the utmost 


in comfort and economy... Dining Room 
prices are low... Lunch 50* Dinner 70¢ 

















MONORAIL 
TRACTOR 











No. 472 





SOLID RUBBER TIRE provides the tractive force against 
the bottom of the monorail track in this new assembly. 
Power is furnished by '/2 h.p. motor, which takes its current 
through collectors on overhead trolleys, installed just above the 
rail. The wheel is driven through a simple train of gears, the 
whole design being economical and easy to get at. The unit 
is suspended from two pairs of wheels, and hanging controls are 
attached to an operating lever on the housing below the drive 
wheel. The frame has pin connectors at each end for attaching 
material that is to be moved. 


Use coupon page 54 
STEEL 
FOLDING 
CHAIR 





No. 473 





CIENTIFICALLY DESIGNED for proper posture, relaxa- 

tion and body support, resulting in extra comfort, is this 
new line of folding chairs. A channel steel frame supports the 
cross braced, cantilever-type, extra wide (155/15 K 14 !/2 in.) seat. 
This rugged construction is combined with special tear-proof 
and pinch-proof hinges and excellent stacking qualities. Quiet- 
ness in use is attained by live rubber feet on all four legs and 
by simplified design which includes only three moving parts. 
The line includes seven styles: upholstered in durable treated 
fabric (dark green or black), steel cane seat and back, wood seat 
and steel back, steel seat and back, with or without arms. Stand- 
ard finishes are black, flat mahogany or walnut, and dark green, 
baked on enamel. 
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SPROCKET 
COUPLING 











No. 474 





HIS SPROCKET-TYPE FLEXIBLE coupling makes use 

of macerated Celoron molding plastic for the female member. 
This material has a tensile strength of 10,000 lbs. per sq. in., 
flexural strength of 20,000 lbs. and compressive strength of 38,- 
000 Ibs. In tests, the steel shafting was broken without any 
fracture of the Celoron coupling either at the keyway or teeth. 
The design is such as to insure equal distribution of the load, and 
when installed the metal sprocket is completely enclosed, present- 
ing a smooth outside surface free of any projections. The weight 
is less than half that of all metal couplings, and the two-piece 
design is economical. Seven standard types offer a range of !/, 
to 85 h.p. at speeds from. 100 to 6,500 r.p.m. 


Use coupon page 54 


SELF-LUBRICATING 
WOOD BEARING 





No. 475 


LINE OF WOOD BEARINGS in any shape or size up to 

3 in. outside diameter. Impregnated with a balanced blend 
of lubricants, they provide complete, even and continuous lubrica- 
tion on cool running assemblies of slow or moderate speeds. 
This effect is instant, without starting drag, and efficient at 
speeds as low as 1 to 5 r.p.m., or as high as 1,500 r.p.m. on light 
loads. The lubricant is not subject to surface hardening or 
crystallization, and additional lubrication is not required at any 
time. 


Use coupon page 54 

















STEEL TRUCK No. 476 
ESIGNED FOR TRANSPORTING and dumping scrap 
materials and small parts that can be handled in bulk, this 

truck is made of 10-gauge steel on an angle frame in welded 

assembly. The handle is of 1 in. pipe, the main wheels of 
semi-steel, 9 in. in diameter and equipped with Hyatt roller 
bearings and Zerk grease fittings. The body is 46 X 27!/2 inches 
at the top, and 18!/: in. deep. It is available with pin coupling 

for use with a lift jack, or with a permanently mounted 6 

in. caster wheel. 


Use coupon page 54 
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AIR FILTER 





No. 477 





FYXHE FILTERING ELEMENT in this new unit is mad 

wound copper coated with a viscous fluid. Air 
through it with constantly changing direction, and dirt and ¢ 
cling to the oily surfaces. 


is ror 


This element is readily remova 
from the sheet metal housing for cleaning and re-oiling. It 








Always at Your Service 


ANTHRACITE 
COKE 
BITUMINOUS 


You will find this 
a good house to do business with 


YATES-McLAUGHLIN, INC. 
Rand Building Buffalo, N. Y.— 


























Get Better Fractional H.P. 


ELECTRIC MOTORS 
Built To Order at Low Cost 





OU will like General Industries” fractional horse power 


motors. At satisfactory low cost{they will give depend- 
able high-standard performance. Precision built by special- 
ists for a generation in manufacturing light electric motors. 
Order yours—for automobile and bus heaters—kitchen mixers 
—juice extractors—electric drills—windshield fans—other 
light duty. Reversible types for automatic radio tuning . . . 
Write us about your requirements. Please specify necessary 
voltage, speed and power. 


T%h(GENERAL INDUSTRIES CO: 


3743 Taylor Street Elyria, Ohio 
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ARMSTRONG 


Drop-Forged 
“C” Clamps Lathe Dogs 


toughness . . « Strength. 


tapping, to give double life. 


finest that can be made 


“The Tool Holder People” 
303 N. Francisco Ave., Chicago, U.S.A. 





These are lifetime tools that do not spread 
or give—that can be depended on not to 
slip. Drop forged from special open hearth 
steel, they have extraordinary stiffness, 
Screws have 
double wear threads, are of special steels 
hardened at the point. They will not 
“upset.” Hubs of these Lathe Dogs are 
over-size, large enough to permit re- 


Sizes and Types for every machine shop and tool 
room use, each an ARMSTRONG TOOL—the 
Write for Catalog B-35. 


ARMSTRONG BROS. TOOL CO. 


Eastern Warehouse & Sales, 199 Lafayette St., N. Y. 
San Francisco London 








BARNES 
+ 4 


There’s a good Barnes Blade for every 





cutting job. Ask your supply dealer. 


W. O. BARNES CO., INC. Detroit, Mich. 
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MICHIGAN 
AVENUE AT 
CONGRESS 








AUDITORIUM 
400 ROOMS trom $2, SE0.¥. 


Here's a hotel value for you. A “70” 
large room right at the edge of 
the Loop, with every comfort and 
luxury at a rate surprisingly low. 
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| SMALL LOT 
BURNISHER 


No. 478 





be used alone for air cleaning at engine or compressor intakes, 
or may be used in conjunction with an intake silencer. It is 
made in a range of capacities up to 3,150 cfm., at a maximum 
velocity of 4,000 fpm. 


Use coupon page 54 




















AMPLE AND SMALL LOTS of small parts can be burn- 
ished after plating in this new machine, saving the cost of 


| expensive hand burnishing or the use of larger equipment. It is 
| rugged enough to be used continuously as a production machine, 
| and will accommodate from a handful to a peck of work, pro- 





ducing a finished job equal to that of large burnishers. The unit 
is entirely self-contained. The cylinder is lined with hard rubber. 
It is6in. wide X 10'/2 in. in diameter across the flat section. The 
work pan has perforated bottom, and the ball container pan has 
a fine screen drain. It is equipped with pouring lip so that the 
balls can be easily returned to the cylinder without shoveling 


Use coupon page 54 


HAND 
TRUCK FOR 
BARRELS 











No. 479 


PAIR OF CURVED SHOES are fitted to two horizontal 

hinged arms in this new hand truck device for the handling 
of barrels, kegs, tubs, and similar containers. When the opera- 
tor tilts the handle toward himself, these arms seize the load 
firmly without any manual assistance, and the load can be drawn 
to the desired location. When the handle is tilted forward, the 
load is again permitted to rest on the floor. The smallest size 
that can be handled is 101/, in. diameter; the largest, 235/s in. 
There are four sizes of trucks in the line, each adjustable to three 
sizes of load by a simple adjustment in the position of the arms. 
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GAS MASK | 
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Ty 
a Fe! Re lene A ok 34 
| No. 480 
j 
HE FEATURE OF THIS new gas mask is its wide vision IN PARTS HANDLING AND SORA! 
lenses of laminated plate glass, permitting a wide arc of @ Manufacturers of anti-friction ball and roller bearings that are wor 
4 famous for their maintenance and lubrication economies . . . SKF Inc 
vision—90 degrees vertically and 170 degrees laterally without Inc. depends on ry Steel Shelving for the economical storage end smoot! 
. a i : 2 eta flow of hundreds of types and sizes of bearings from production line 
moving the head. The lenses are fixed in a molded rubber face- non, acta: cls a Ge aes Gal anes cemaen of 3 
piece and head harness, so that a hat or helmet can be worn flexible, long-life shelving that resists fire, is not affected by water, and w 
without discomfort. The mask is available in both corrugated | not werp, swell, shrink or split. Mail coupon for full details. 
tube and canister types, with a variety of canisters suitable for | LYON METAL PRODUCTS INCORPORATED 
use in atmospheres containing organic vapors, acid gases, ammo- 5; SS a eer _—— 
nia, smoke, hydrocyanic acid, or military gases. — or ae a 
U p p <4 3309 River Street, Aurora, Illinois 
S€ COUPON Pige o Please send catalog on: ( St 
SOCAN | icivines (Shep Boxes;( 1 
Room Equip.; ( ) Lockers 
7 IY orehiksbraietvesdsi'\'s.0y 000 : 
Buying for the Clouds LYON METAL PRODUCTS, Res nniintatien ns 
% INCORPORATED 
(Continued from page 19) AURORA ILLINOIS ES ee ee tate 





day United has created a food service department, the 
first of its kind, and we have contracted for enough food 
to serve 375,000 meals aloft during 1937. For this we 
have bought chinaware, silverware and table linens — 
all new to air line purchasing. On all matters of food, 
however, the products to be used are dictated by our 
Maitre d’Airline. The same is true with our engineer- 
ing department — they decide upon the specific mate- 
rials they desire. 

New heating and air-conditioning units that are at- 
tached to the planes while at the terminals have re- 
quired a new fleet of trucks, and these were bought in 
Chicago and delivered to our various key terminals. 

Every day our office at the Chicago Airport is visited OU can hana 
by at least twenty-five sales representatives. Each is z Susteu Ma dedija 
taken in the order he arrives. We are never too busy a 
to see anyone, having found excellent results from this 
line of thought: ‘If a man has the time to visit the air- 
port to see you, then you have the time to see him.”’ 
Although 95% of our calls are from Greater Chicago 
sales people, we have representatives from twenty-five 
different states visit us every year. Very often a man modern devin 
will fly to Chicago to make the call and he must, of | i 

i LDING 4 SMITH 


been done by expert 


welders, with long 
experience in welding 
exceptionally large 


pieces, with every 
I 


convenience at aitats 
course, receive first consideration. 
Purchasing for the “‘clouds’’ presents a vastly inter- pletely equipped Smith 
esting field. It has grown appreciably since the incep- 2 . | shop! 
tion of regular air service and its importance and func- m 


tion will continue to increase with the growth of this S S re 
still youthful industry. | .Morcan MITH 0.YorxK,Pa. 
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This Directory is indispensable to all 
business executives, salesmen and 
purchasing agents who wish to do 

business in the State of New York 





ACCURATE 


The information on manu- 
facturers contained in this 
directory was compiled from 
the 1936 factory inspection 
records of the Department 
of Labor. 





FIRST 
SINCE 1933 


The Labor Department 
has not published a New 
York State Directory of 
Manufacturers since 1933, 
and The Journal of Com- 
merce has undertaken the 
publication of this present 
directory 1%» cofiaboration 
with the Labor Department 
of the State of New York. 


COMPLETE 


This is a far more com- 
plete volume of information 
than ever presented, and is 
absolutely invaluable’ to 
every executive, sales man- 
ager and purchasing agent. 








NOW 
READY! 


The only direct and authori- 
tative guide to the largest 
and richest industrial State 


in America. 


1,000 pages of vital in- 
formation presented in a 
fine, heavy buckram cover. 


Price $10.00 
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CONTENTS 


Here is what you will find in this Directory of 
New York State Manufacturers. 


. List of 45,000 manufacturers, names of chief executives and 


os 


purchasing agents. 
. Location of plants. 
. Description of products made, 
. Number of employes, male and female. 
List of Public Utilities plants and their 
. List of National, State and Savings 
Associations. 


. Population figures. 

. Fire insurance ratings. 

10. Property valuation. 

11. Tax rates. 

12. Map of gas and electric utilities. 
13. Map of canals and waterways. 
14. Map of railroad facilities. 
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This and other pertinent information will be 


indexed form and carefully arranged for easy and convenient 


reference. 


To insure prompt delivery, please enter my order for — 
of the Directory of New York State Manufacturers. 
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. Alphabetical listing of all municipalities. 


chief officers. 
Banks and Loan 


presented in triple- 


§ volume 
i) volumes 
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Separate Lists of the manufacturers of every product 
With descriptive information about the products of thousands of them. 


A LIBRARY OF INFORMATION 


All in one 5,000 page combined directory and collective catalog 


A GENERALLY USEFUL AND PROFITABLE SERVICE FOR 

























THOMAS’ 
REGISTER 

















Executives Research Departments 
Purchasing Departments Laboratories 
Sales Departments Superintendents 
Qi Engineering Departments Works Managers 
—— and all others having to do with investigating, buying, specifying, or who 





require names of American Manufacturers in any line, for any purpose. 
mem ae 











A few of the various services it is now rendering 


to more than 25,000 concerns in the U. S.— All 
Lines — Everywhere. HOW 


THOMAS’ REGISTER 
SAVES ON PURCHASES 
@ For Purchasing and Purchase Research 


The efficient buyer needs the names of all sources of Because THOMAS’ REGISTER is com- 


supply for everything, instantly at hand to facilitate plete, it enables the Intending Buyer— 
securing any requirement;— 


It often saves more per week than it costs per year. 



























Thomas’ Register supplies this essential information with an +<79O DOVESIGATE « necher of sete: of week 
efficiency unequalled by anything else. All manufacturers 
of any product with descriptive product matter for thou- 
sands of them. 


g In Conjunction With Catalogue Files 2—TO ADD new names to his present list of sources of 


which will assist him in making the most economical 


purchase. 


* . | . 
Look in the Register for any product you want. It acaaied 
will instantly show you whose catalogues and cir- Ae. 
culars to consult, or whose to write for—often 3—TO VERIFY his present prices and bids—thus insuring 
worth its cost for this service alone. an economical purchase for all requirements. 


TR has in excess of 15,000 factual descriptions from 


4—TO MORE QUICKLY LOCATE sources of supply for 
manufacturers. 


requirements which are new to his department, thus 





saving the time lost in referring to numerous catalogues. 


GQ A-Z Blue Section—Instantly shows home office of any 
concern, or nearest branch office; also its affiliated and 


subsidiary concerns. 5—TO INVESTIGATE possible savings which can be 


effected by substitutions or improvements in present 








q A Capital Rating for Each Name—One of its many material, machinery, and methods. 
valuable features. The capital ratings are often use- 
ful in making the selection desired, either when 6—TO RECALL TO MIND products previously pre- 
buying or selling. sented by a salesman or through an advertisement. 
@ Locating Successors to Discontinued Concerns | 
Being able to promptly secure a replacement part often 
ery pee oe ON Ue peat TRY THESE SUGGESTIONS ON YOUR NEXT 


PURCHASES—WE FEEL CERTAIN YOUR 


Q Generally Useful to Everyone 
SAVINGS WILL BE SUBSTANTIAL. 














Write for details of thirty-day offer. 


THOMAS PUBLISHING CO., 467 Eighth Avenue, New York, N.Y. 
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HER TINY FOOT EXERTS 
1300 POUNDS OF PRESSURE 


A typical example of Goodrich improvement in rubber 


HE may be the daintiest little thing 

you ever saw, but when she tramps 

on the brake pedal of her car, pressure as 

great as 1300 pounds per square inch 

shoots through Goodrich hose to stop 
each wheel. 

The entire development and practi- 
cal application of the hydraulic brake 
depends on such a hose. When this 
brake was invented, hose then known 
could not transmit enough brake pedal 
action to make these new brakes effi- 
cient. There had to be a flexible con- 
nection because of the motion of the 
car, but the best hose then made ex- 
panded too much under such pressure, 
and of course expansion dissipated pres- 
sure in the line, 


For ten years Goodrich engineers 
have worked on hydraulic-hose prob- 
lems with automotive experts. Goodrich 
hose can now stand 5 times the normal 
quick emergency stop pressure, 3 times 
the highest possible pressure that could 
be exerted by a circus strong man; it 
passes long “whipping tests’”’ to prove 
it can stand the flexing of a moving 
automobile in use. And the danger of 
expansion is overcome—present Good- 
rich hose expands only about half a 
cubic centimeter per length—hardly 
more than a large tear drop. Not one 
brake failure has ever been traced to 
failure of this Goodrich hose. In fact 
the hose outlasts the automobile itself. 


Next time you step on the brake, 
member this Goodrich hose and 
remind you that the skill and ex; 
ence which made this unusual 
possible is applied every day to « 
product Goodrich makes—transmi: 
and conveyor belt, all kinds of 
and hundreds of others—to make 
one longer lived, better suited 
task. Specify Goodrich when you | 
rubber, and you will save money. 
B. F. Goodrich Company, Mecha: 
Rubber Goods Division, Akron, O 


Coodrich 


aut de” fle" in RUBBER 
wf” 


(Another story of Goodrich development work appears on page 1) 





JENKINS IMPROVEMENT 
FOR RENEWABLE DISC VALVES 


HELPFUL INDEX PLATE 


saves time, trouble in making replacements 
...tells valve figure number... gives disc 


OU WILL FIND this new index feature on every 
Jenkins Valve of the Renewable Disc and Plug Seat 
type...locked under the wheel nut...in plain sight, 
yet in a position where it does not touch your hand. 
At a glance you read the bright markings, electro 
etched in the green enameled aluminum index plate. 
The figure number of the valve makes it easy to get 
proper repair parts or a duplicate valve. 


DISC REFERENCE PREVENTS TROUBLE 


Even more valuable is the reference number which 
enables you to make certain that disc replacements 


number and service for which disc is made 


will be the correct type for the service. Completely 
satisfactory valve service depends on using the right 
disc for your operating conditions. 

Although a simple thing, see how much careful 
thought and workmanship has been put into this 
improvement. Jenkins Renewable Disc Valves are 
made that way throughout...and have been ever 
since Nathaniel Jenkins originated this type of valve 
more than seventy years ago. 

JENKINS BROS., 80 White St., New York; 510 Main St., Bridgeport; 


524 Atlantic Ave., Boston; 133 N. Seventh St., Philadelphia; 822 Washing- 
ton Blvd., Chicago; JENKINS BROS., Ltd., Montreal, Can.; London, Eng. 


JENKINS VALVES 


BRONZE—IRON—STEEL 





